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ALL EMPLOYERS 


* From the United States Treasury Department «x 


Winninc THs War is going to take the mightiest effort 
America has ever made—in men, in materials, and in 
money! Every dollar, every dime that is not urgently 
needed for the civilian necessities of food, clothing, and 
shelter, must, if we are to secure final Victory, be put into 
the war effort. 

An important part of the billions required to produce 
the planes, tanks, ships, and guns our Army and Navy 
need must come from the sale of Defense Bonds. Only 
by regular, week by week, pay-day by pay-day invest- 
ment of the American people can this be done. 

This is the American way to win. This is the way to 
preserve our democratic way of life. 

Facing these facts, your Government needs, urgently, 
your cooperation with your employees in immediately 
enrolling them in a 


PAY-ROLL SAVINGS PLAN 


The Pay-Roll Savings Plan is simple and efficient. 
It provides, simply, for regular purchases by your em- 
ployees of United States Defense Bonds through system- 
atic—yet voluntary—pay-roll allotments. All you do is 
hold the total funds collected from these pay-roll allot- 
ments in a separate account and deliver a Defense Bond 
to the employee each time his allotments accumulate to 
an amount sufficient to purchase a Bond. 

The Pay-Roll Savings Plan has the approval of the 
American Federation of Labor, the Congress for Indus- 
trial Organization, and the Railroad Brotherhoods. It is 
now in effect in several thousand companies varying in 
number of employees from 3 to over 10,000. 

In sending the coupon below, you are under no obliga- 
tion, other than your own interest in the future of your 
country, to install the Plan after you have given it your 


consideration. You will receive—1, a booklet describing 


how the Plan works; 2, samples of free literature fur- ° 


nished to companies installing the Plan; 3, a sample 
employee Pay-Roll Savings authorization card; and 4, 
the name of your State Defense Bond administrator who 
can supply experienced aid in setting up the Plan. 


To get full facts, send the coupon below 
—today! Or write, Treasury Department, Sec- 
tion B, 709 Twelfth St., NW., Washington, D. C. 


HOW THE PAY-ROLL SAVINGS 
PLAN HELPS YOUR COUNTRY 


It peovides immediate cash now to produce the finest, 
ae —s equipment an Army and Navy ever 
n to wi 


It gives every American wage earner the opportunity for 
Pe participation in National Defense a. 


By storing up it will reduce the current demand 
: |X consumer go while they are scarce, thus retarding 
nflation. 


It reduces the of Defense financing that must 
be placed with nks, t us putting our emergency financ- 
ing on a sounder basis. 


It buildsa reserve buying power for the post-war purchase 
of civilian goods to keep our factories running Miter the 
war. 


It helps your employees provide for their future. 


BOND DAY! 


FRIDAY, FEBRUARY 27, 1942 
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ANNUAL REPORT 
FINANCIAL STATEMENT « DECEMBER 31, 1941 





ASSETS 
2 TERR ee $ 1,918,856 
United States Government 
and Municipal Bonds.......... 6,059,318 
All Other Bonds...................... 8,705,684 
1 RR ns oe ne eae 5,652,598 
Listed securities carried at mar- 
ket, cost or call value, which- 
ever is lower 
First Mortgage Loans............. 57,182,431 
On farm property $7,420,888 on 
city property $49,761,543. 
| 2” eee 3,857,018 
This includes our seventeen- 
story Home Office Building. 
Loans to Our Policyholders.. 13,852,529 
Fully secured by the cash values 
of policies. 
Premium Loans and Liens... 3,458,209 
Fully secured by the cash values 
of policies. 
Investment Income in Course 
of Collection.........0.0.0000...... 1,022,890 
Premiums in Course of 
| ee 2,778,016 
All Other Assets...................... 277,336 


Total Admitted Assets...$ 104,764,885 
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LIABILITIES 


Policy Reserves......................$ 86,038,312 


This amount represents the re- 
serve required by law to as- 
sure prompt payment of poli- 
cy obligations. 


Reserve for Policy Claims...... 


Claims in course of settlement 
on which proofs have not 
been received. 


Reserve for Taxes................. 


Premiums and Interest Paid 
oe 
Policy Proceeds Left with 
es ; 
Dividends for Policyholders.. 
Reserve for All Other 
Liabilities... 





363,983 


578,633 
944,184 


7,011,864 
949,681 


478,228 
$ 96,364,885 





$ 1,400,000 


A fund to take care of contingen- 
cies, depreciation on real estate 


and investment fluctuations 


Surplus Un- 
assigned............ 


4,000,000 
3,000,000 


Total Surplus Funds for ad- 


ditional Protection of Pol- 
WOM IOMADTI 2 oon. 5, co sccctayieeaccorres 


$ 8,400,000 
$ 104,764,885 
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HIGHEST INCOME 
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INVESTED ASSETS 
of any Major 
Company 


th Consecutive 
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IN 
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A Quality Minded 
Company 
Represented— Coast to Coast 


The Jefferson Standard Life Insurance Company operates in 
26 States, the District of Columbia and Puerto Rico, through 
a chain of agency offices extending from the Atlantic to the 
Pacific. It has representation in more than 450 cities. 


As a result of Quality Selection—Quality Training and Qual- 
ity Merchandising, all Jefferson Standard agents are trained 
life underwriters—each well-equipped to produce Quality 
Business. This tested aggressive and progressive program 
of activity finds its reflection in the 35th annual report. 


JEFFERSON STANDARD 


Sigg 3 





INSURANCE COMPANY 


* * JULIAN PRICE, President . Founded 1907 . 
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"Who Writes What?’’ 
Answers Surplus 
Business Questions 


Novel Reference Book 
Gives Full Data on 
Special Contracts 


“Who Writes What?” tells practically 
the whole story of the entirely new type 
of life insurance reference book called 
“Who Writes What?” which is designed 
to answer quickly most of the bother- 
some questions relating to brokerage and 
surplus business. This quite novel publi- 
cation, which is just off Tire NATIONAL 
UNDERWRITER press, is prepared on an en- 
tirely different basis from anything here- 
tofore available. 

In contrast to all other reference serv- 
ices, “Who Writes What?” is arranged 
by subjects, questions and their answers, 
instead of by companies. It shows the 
various types of contracts issued by 
some 100 companies, the rules in accord- 
ance with which the risks will be ac- 
cepted and a vast amount of related data 
that is pertinent when brokerage or sur- 
plus business problems arise. 


Answers Many Questions 


Underwriters have long been troubled 
by such questions as: “Where can I 
place that substandard case—that single 
premium case? Who writes term expec- 
tancy or term to 65—or mortgage pro- 
tection? How can I get coverage for 
that wealthy woman? What can I do 
about that salary savings or aviation 
prospect?’ and many, many others. 
Hundreds of questions such as these 
have heretofore consumed a most annoy- 
ing amount of unnecessary time. 

But with “Who Writes What?” all 
one needs to do is to look at the compre- 
hensive topical index for the subject in 
question and then turn to section indi- 
cated. Here will be found the compa- 
nies that write the contract desired and 
such special points as apply to each indi- 
~idual company. Likewise many of the 
rules, limits, and points relating to con- 
tract provisions, settlement options, and 
company practices are similarly indexed 
and shown as special subjects. War 
clause data is provided in separate sup- 
plement furnished with “Who Writes 
What?” and not bound into the book be- 
cause of the current situation. 


Eleven General Headings 


The table of contents lists 11 general 
classes of information. Among these 
are: Surplus business annual premium; 
term insurance, including family income 
and family maintenance forms; annual 
premium inv estment contracts, non-med- 
income disabil- 


ical and salary savings : 
ity; single premium contracts; sub- 
standard, aviation; advance premiums; 


settlement options and other policy pro- 
visions; limits; accident and_ health; 
group, etc. 
Related subjects are grouped together 
(CONTINUED ON PAGE 13) 


Enrolling Million 
Dollar Producers 


Round Table Qualification 
Starts—Hold Annual 
Outing Aug. 21-23 


Qualifications are being received for 
the 1942 Million Dollar Round Table 
of the National Association of Life Un- 
derwriters, it is announced by R. P. 
Burroughs, National Life of Vermont, 
Manchester, N. H., chairman. The last 


date for accepting qualifications for 
membership, Mr. Burroughs states, is 
July 1. 


The annual meeting of the Round 
Table will be held Aug. 24, in connec- 
tion with the Minneapolis convention of 
the National association. The group 
will hold its outing at Breezy Point, 


Minn., the week-end prior to the meet- 
ing, Aug. 21-23. Paul Dunnavan, Min- 
neapolis, and A. J. Ostheimer, III, 


Philadelphia, are in charge of arrange- 
ments for the outing. 

Qualifications for the Round Table, 
as outlined by Mr. Burroughs, are: 

“An applicant for membership must 
certify that he is a member of the Na- 
tional association and in good standing 
with his local association, and that he 
has paid for $1,000,000 or more of regu- 
lar life insurance excluding any broker- 
age business placed in his name by an- 
other producer.” 


Volume Credit Allowances 


Volume credit allowed by the Million 
Dollar Round Table is as follows: 

Regular life insurance, both single 
and annual premium, will count at face 
value: family income and family main- 
tenance credit: 10 years, $1,784; 15 
years, $2,098; 20 years, $2,368; special 
forms of life insurance will count on 
the basis of the credit allowed by the 
issuing company to its agents; single 
premium annuities, one and _ one-half 
times the amount of the deposit; an- 
nual premium deferred annuities (or re- 
tirement annuities) 30 times the annual 
premium. 

Group life insurance is given a 20 
percent credit of group volume; pro- 
vided, however, that the total volume 
credit shall not exceed in any one year 
$200,000; that there shall not be less 
than two cases; that no group case, re- 
gardless of amount, can count for more 
than $100,000, and that volume credit 
on any group case is restricted to busi- 
ness produced during the first year of 
that case. Group retirement annuities 
can be included at ten times the annual 
premium but such credit to be included 
in the total group allowance. 

The volume of single premium and 
annual premium deferred annuities (or 
retirement annuities) and group insur- 
ance separately and collectively cannot 
exceed 50 percent of the qualifying 
credits. No credit for qualification is 
to be given to premiums derived from 
group accident, health and hospitaliza- 
tion plans; ; on joint business, only the 
proportion on which the applicant re- 
ceives the full first year and renewal 
commissions. 

There must be a minimum of ten 
cases paid for to complete qualification. 

Letters, certifying to the amount 


Launch McTaggart 
for Trustee Move 


First of Formal Campaigns 
for N.A.L.U. Office 
Starts in Denver 


Glen A. McTaggart, ordinary man- 
ager at Denver for Prudential, has been 
put forward for election as trustee of 
the National Association of Life Under- 
writers. He thus appears to be the first 
man for whom a 
campaign has been 
formally launched. 
Frank Devitt of 
Capitol Life in 
Denver is general 
chairman of the 
committee to han- 
dle the campaign. 
The publicity work 
is in charge of Guy 
Lyman of Union 
Central Life and 
Olaf H. Jacobson 
of Home Life. 

Mr. McTaggart 
has been a leader 
in association work for a good many 
He has been national committee- 


G. A. MeTaggart 


years. 
man from the Denver Association of 
Life Underwriters since 1938 and has 


regularly attended the mid-year and an- 
nual meetings of the N.A.L.U. At the 
Cincinnati convention last fall he was a 
member of the nominating committee, 
having been elected at the Wichita mid- 
year meeting. 

Mr. McTaggart has been in the busi- 
ness 23 years having started with Pru- 
dential in Honolulu. He had a success- 
ful record as a personal producer and 
supervisor until 1924 when he was ap- 
pointed manager of the agency. In 1928 
he was transferred to Denver as man- 
ager and he now has supervision over 
Colorado, Wyoming, New Mexico and 
Arizona. He was a charter member and 
first president of the Association of Life 
Underwriters of Hawaii and he has 
served as president of the Denver As- 
sociation of Life Underwriters, Denver 
Life Managers and Denver C.L.U. He 
was chairman of the attendance com- 
mittee for the National life underwriters 
convention in Denver in 1937 and he has 
been a member of various national com- 
mittees. 


the applicant, must be re- 
ceived by the chairman of the Round 
Table from an officer, manager or gen- 
eral agent of the company or companies 
through which the business was placed. 

Qualification may be made in any 12 
consecutive months beginning on or 
after Jan. 1941, and ending prior to 
July 1, 1942, but no business used can 
be a duplication of any used in previous 
qualifications. 

The membership is divided into three 
classes. A member qualifying for three 
consecutive years is known as a “life” 
member. An eligible producer who 
qualifies under the rules but has not 
attained life membership is known as a 
“qualifying” member. Life members 
who qualify for the current year are 
known as “life and qualifying’ mem- 
bers. 


written by 





War Clause Is 
Discussed by 
Fraternalists 


N. F. C. Presidents’ Section 
Holds Midwinter 
Gathering in Chicago 


An interesting session on the war 
clause was conducted at the meeting of 
the President's Section of the National 
Fraternal Congress held in Chicago, in 
conjunction with meetings of the Fra- 
ternal Field Managers Fra- 
ternal Society Law Association and 
Illinois Fraternal Congress. The Illinois 
department’s stand was explained by 
Marion E. Burks, acting supervisor of the 
policy examination branch. The depart- 
mant does not presume to say whether 
or not a society should use a rider but 
exercises the prerogative of criticizing 
the form used. The department does not 
like the phrase “directly or indirectly” 
in connection with excluded deaths as 
this is held to be too indefinite, as also 
is “in time of war.” It approves use of 
a “status” clause. 


Occupational Angle of Attack 


C. Marks, president A. O. 
U. W. of North Dakota, led the discus- 
sion. His society always has included 
war among the prohibited occupations. 
S. H. Hadley, Protected Home Circle 
president, discussed his society’s prac- 
tice of many years in limiting to 25 per- 
cent of the face, or the reserve, which- 
ever is greater, for death in service on 
a status basis. He said it is better for 
societies to be very conservative, then 
after the war if there is any surplus this 
can be distributed. 

He said no one would dare to venture 
an idea what would be the market value 
of securities after the war and extra 
expenditure of even $50,000 a year 
through the war period might imperil 
all a society’s securities after the war. 
Other ee were Mrs. Bina West 
Miller, head of Woman’s Benefit; Mrs. 
atid 3uell Olson, head of Degree 
of Honor; H. H. Hackett, president 
Gleaner Life. O. E. Aleshire, president 
Modern Woodmen, stated that society 
will announce a war clause effective 
about March 2. It has already paid seven 
death claims as a result of the war, three 
at Pearl Harbor, and all young men. 


Fidelity Takes Action 
Mrs. Dora 


Association, 


Bradley 


Alexander Talley, head of 
Woodmen Circle, stated her society has 
not decided what action to take on 
women entering service. Walter C. Be- 
low, president Fidelity Life, announced 
the society has adopted a war clause 
effective March 1 on a status basis out- 
side the United States, Canada and 
British Columbia, applicable to ages 
18-45, but not to present members. Mrs. 
Minnie Hiner, head of Neighbors of 
Woodcraft, Portland, Ore., said her 
(CONTINUED ON PAGE 13) 
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Sell More Cases 
$25,000 to $50,000 


Fell Off in Depression; 
Desirable Business from 
Manager's Viewpoint 


NEW YORK.—Policies in the $25,- 
000 and $50,000 range are being written 
here with notice: ably greater frequency. 
This type of business, along with the 
jumbo cases, was the hardest hit by 
the depression and has been slow to re- 
turn to anything like pre-depression 
volume. The $25,000 and $50,000 cases 
are particularly desirable from the gen- 
eral agent’s and manager’s point of view, 
as policies in this size range do not 
ordinarily present the complex and often 
time-consuming problems that mark the 
very large cases while at the same time 
it does not take very many 25’s and 50’s 
to boost the month’s production figure 
substantially. 

The increase in these applications has 
been most noticeable during February 
Apparently there are two main reasons. 
First, because of war industries many 
executives are making unusually large 
incomes, Many are prospects for agents 
who have the contact or else the energy 
and resourcefulness to develop them. 
The second factor is that many actual 
and potential younger prospects have 
gone into the armed forces or are so 
likely to do so that they do not want 
to buy any more insurance, or else they 
bought all they were in the market for 
before the war-clause deadline. 


Selling Older Men 


This situation has forced many agents 
to prospect among men older than 
themselves. Agents often fear to tackle 
older prospects, particularly where the 
man has a responsible position and 
might be presumed to be too busy to see 
a stranger who is selling life insurance. 
When the younger agent wakes up to 
the fact that these older men don’t bite 
him but on the contrary are frequently 
more courteous and more generous with 
their time than prospects of his own 
age he finds that for the same expendi- 


ture of time he can sell very much 
larger average policies. 
The marked increase in the sale of 


larger policies is particularly gratifying 
to New York general agents and man- 
agers because New York City has 
benefited relatively little from the money 


Public Recognition 
for Agent's Work 
in War Bond Sales 


Pleasant words of public recognition 
of the work done by life insurance sales- 
men in promoting the sale of war bonds 
were spoken the other day by Art Baker 
over Station KFI of Los Angeles on the 
red network of the National Broadcast- 
ing Company. Mr. Baker is master of 
ceremonies on many radio programs. He 
said that he desired to compliment a 
group of men who have never heard of 
the words, “Let George do it.” 





Translates Idea Into Action 


The life insurance people, he said, have 
undertaken to transfer the idea of the 
payroll allotment plan of defense bond 
purchases from paper to the pattern of 
American industry. The life insurance 
industry produced an army of thousands 
of trained speakers, supersalesmen, men 
of intelligence with organizing ability 
and patience. It would have taken a 
long time for the government to have 
organized a speakers bureau with the 
same talent. Mr. Baker pointed out that 
insurance men were trained in address- 
ing groups of people. Many of them 
have sold group insurance and have 
visited hundreds of industries, having 
spoken to workers in lunch rooms, com- 
missaries and auditoriums. Because of 
their knowledge of detail in keeping 
track of premium payments, dividends, 
etc., they were well qualified to organize 
the details of the payroll allotment plan. 

These insurance men, he said, took 
the time for this patriotic work by can- 
celing business appointments and other- 
wise eliminating personal missions. 

The insurance speakers, he said, are 
willing to address any group of work- 
ers in any industry anywhere. All they 
get out of it is the satisfaction that is 
reserved for those who serve their coun- 
— the very best of their ability, he 
said. 


that has been poured into war and de- 
fense industries. Not much of the actual 
war production goes on in New York 
City or even in the metropolitan area 
and New York City agents have not 
been able to revamp their — selling 
methods so as to get any great amount 
of business from highly paid workers in 
war industries, 


Parley Sets New 
High Marks 


Convention of State Farm 
Companies in Chicago 
Draws 2,650 


Assets of State Farm Life of Bloom- 
ington, Ill., increased to $6,032,000 last 
year from $4,929,866, the percentage gain 
being 22. Surplus to policyholders was 
$869,699 as compared with $728,296 a 
year ago or an increase of about 20 per- 
cent. 

These figures were revealed by Presi- 
dent A. H. Rust in addressing the an- 
nual convention of the State Farm com- 
panies in Chicago this week. 

Insurance in force increased by nearly 
$20,000,000 or 29 percent and now 
amounts to $86,345,380. The increase 
was more than three times that of 1940. 

Mr. Rust stated that more than 75 
percent of State Farm’s life insurance 
that has been issued to adults, has been 
issued on the lives of those that carry 
no other life insurance. For the business 
as a whole, he said, only 50 percent of 
the new business is issued on persons 
carrying no other insurance so that the 
State Farm agents, he declared, are ex- 
ploring new fields and reaching those 
that other companies have failed to 
reach. 


More Colossal Than Ever 


Each year the agency convention of 
the State Farm companies becomes more 
colossal and colorful. Until 1936 the 
gathering was held in the home office 
city of Bloomington but the facilities 
there became insufficient and conventions 
since have been held in the Stevens 
Hotel, Chicago. This year the facilities 
of the Stevens were taxed to its utmost. 
More than 2,650 were seated for the ban- 
quet and the group was divided among 
the 12 dining rooms in the hotel. Then 
the crowd moved into the huge ballroom 
and there was scarcely room for another 
chair on the main floor or in the balcony. 

The army might be able to get some 
tips on organization from the State 
Farm convention. Precisely at 6:15, as 
advertised, the entire group was seated 
at the tables in the 12 dining rooms and 


by 8 p. m., as scheduled, they had, 4 
moved into the ballroom: At 9 p.’ 
exactly the speaking program was 


brought to an end and the message from 
President Roosevelt was heard over loud 
(CONTINUED ON PAGE 12) 





FIGURES FROM DEC. 31, 1941, 


STATEMENTS 





Increase 












Total in 
Assets Assets 

$ 

Alliance Life ........ 709,861 
Amalgamated L. & H. 77,428 
Baltimore Life ....... 931,626 
Bankers Life, Neb.... 3! ,98 131,476 
Bankers Natl.......... 4% 1,466,441 

Business Men’s Assur. a 72 


Equitable Life, D. 
Equitable Society.... 
Farmers & Banker: . 
Farmers & Traders... 
Gt. Northern Life 
Gulf Life 
John Hancock Mut.. 
Kansas City Life 
Liberty Life, S. C..... 


Cc. 





724 
4,620, 4022 





Ministers Life & = 7S 306,924 
North American Life.. 13, 940.6 3 577,063 
Old Line Life.. 24,385,613 945,411 
Pacific Natl. Life ..... 2,786,646 278,288 
Peoples Life, D. ¢ 13,874,956 2,182,132 
oi We el 3,575,089 12,088 
Republic Natl. ....... 4,650,492 397,805 
Standard Life, Ind.. 957,160 204,204 
Volunteer State Life.. 27,108,914 1,367,885 
Fidelity Life ......... 11,922,117 334,716 
Polish R. Cath. Un 18, —_ 935 1,264,129 
PPUROOOTIRNS 6.<.6.0:0.06:0.0% 9,252,151 554,131 
Security Benefit ...... 15, 582 "391 1,266,547 





2Includes $3,825,273 
3Includes $92 341, 503 reinsured business. 


received for reinsuring 

























Surplus to New Change Prems. Total Benefits Total 
Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs 
holders 1941 Dec. 31, 1941 in Force 1941 1941 1941 1941 

$ $ $ $ $ $ $ 
2,316,1454 10,757,875 100,513,993 + 279,176 1,991,080 3,402,441 1,639,099 3,339,787 
440,956 345,000 5,538,250 —23,000 5,6£ 44,990 148,613 
1,980,324 23,031,642 119,160,450 + 7,694,107 3 1,864,287 4,102,363 
5,065,246 12,868,713 124,427,399 + 4,982,023 8, 2,581,262 5,058,835 
,112,947 18,323,864 83,095,945 + 5,263,065 2 790,438 1,611,508 
2,571,384 25,464,719 152,491,802 +26,069,279% 6 a 2 2,814,0497 76,358,348 
81,243 38,364,890 144,352,614 + 20,183, 414 4,3 3 8% ,877,318 4,134,999 
5,248 1,168,752,2919 7,607,302,939 +470, potped 302, 996, 6! 38 471,572,089 199,785,571 299,272,197 
5 12,066,321 60,834,361 + 2,443,638 1,560,523 2,360,556 835, 747 2,373,135 
707,992 5,419,300 49,881,566 + 2,968, 9 1,267,073 1,908,059 506,648 1,082,748 
520,037 5,721,932 41,067,753 + 2,540,166 1,089,812 3,504,110 497,018 3,098,030 
1,444,547 66,003,450 149,300,654 + 27,116,067 5,147,527 5,745,622 1,071,170 3,745,884 
98,581,330 724,690,092 5,078,564,528 + 464,746,466 213,273,290 271,866,967 99,267,900 1 no 604,570 
7,488,179 48,790,187 502,590,672 +47, 431, 534 13,505,003 26,812,888 8,052,208 ,337,795 
1,018,310 25,076,370 165,284,643 ‘ 2738 1,695,712 6,0138,9412 688,370 ae 073 
295,671 1,341,750 13,610,125 417,483 624,393 215,369 330,329 
874,087 11,263,553 72,830,031 1,767,204 2,609,412 1,070,417 2,189,272 
1,738,029 7,802,926 85,552,729 2,544,451 5 1,769,288 3,582,948 

768,414 6,175,445 22,525,501 644,149 177,449 504,461 

Sepee 87,171,573 180,908,238 6,179,796 331,587 4,806,563 

459,576 1,733,291 14,085,391 342,622 23115 522 503,839 
470,826 8,251,460 36,240,456 1,030,300 511,468 1,108,636 
432,190 = 3,058 16,147,718 502,53! 163,719 407,284 
1,441,679 05 59. 005 102,842,944 1,875,966 3,057,581 
FRATERNALS 
1,498,110 6,434,159 53,184,758 + 1,484,884 1,310,850 1,849,480 1,006,973 1,581,044 
867,183 3,855,965 90,414,590 —98,000 1,995,648 3,121,803 1,119,962 2,462,904 
313,495 6,801,265 63,001,188 3,621,431 1,526,385 2,146,357 502,714 1,538,449 
2,712,813 4,813,120 81,238,629 —129,572 3,023,853 3,793,352 1,578,963 2,688,191 


another company’s risks. 


‘Includes $659,760.50 Peoria fund surplus (available for lien reduction). 
®ncludes 4,812,153 assets of Liberty Life reinsured. 


“Includes $17,037,995 
7Includes A. & H. 
SIncludes $2,683,250 A. & H. 
*Includes increase (revivals 
Life department only. 


Liberty 


and 


department income but does not include asseta 
additions), 


Life reinsurance acquired. 


of Liberty L 


ife reinsured. 


Uniform War Clause 
Urged at Minnesota 


Sales Congress 


ST. PAUL—Life companies should 
get together and use their unlimited ac- 
tuarial talent to work out a uniform war 
risk exclusion rider, Commissioner John- 
son of Minnesota urged before the sales 
congress of the Minnesota Association of 
Life Underwriters here. “In my opinion, 
failure of the companies to make a deter- 
mined effort in this direction is going to 
result in much confusion to policyhold- 
ers, potential policyholders and the pub- 
lic generally, confusion that we can ill 
afford at this time,” he declared. 

Mr. Johnson expressed the belief oe 
the insurance commissioners would c 
operate to the fullest extent in achieving 
standardization. Admitting the competi- 
tive features of this lack of uniformity, 
Commissioner Johnson said he was 
“firmly convinced that both you and the 
public will be better served by uniform- 


ity.” 
Improve Standard of Living 


Declaring that American salesmen as a 
class have done more than any other 
group to improve the country’ s standard 
of living, A. H. Motley, vice-president 
Crowell-Collier Publishing Co.,° urged 
life insurance men to get a better opinion 
of their business and to lift it to the 
level of a profession. 

“If you agents cannot convince your- 
self of the importance of your business, 
you should get out of it,” Mr. Motley 
said. “The American public is sold on 
the need of life insurance but it is not 
sold on the selling of it. But life insur- 
ance is never bought; it is always 
sold and right now you need to sell it 
as never before and when peace comes 
you will need to keep on selling it.” Any 
suggestion that selling life insurance 
should be shelved during the war should 
be squelched, Mr. Motley declared. 


Witherspoon Outlines Objectives 


John A, Witherspoon, president Na- 
tional association, outlined the associa- 
tion’s objectives and reported progress. 

Governor Stassen of Minnesota 
brought a salvo of cheers when he urged 
strong opposition to any movement to 
have the gov ernment, take over the life 
insurance business. “Life insurance is 
a great institution and a sound institu- 
tion and should be defended at all costs,” 
he said. 

The importance of good health, ap- 
pearance, knowledge and character in 
selling life insurance was stressed by 
Julian E. Farwell, agency sales instruc- 
tor Metropolitan Life. 


Insurance Thwarts Dictators 


How life insurance, as an institution, 
thwarts the dictator was told by Ralph 
A. Trubey, North Dakota manager 
Guardian Life. “Men of fear, timid men, 
insecure men, are easily led into the 
camp of the dictator and become his 
pawns. Life insurance gives a sense of 
ownership, builds security, routs fear and 
makes men strong. Men who own life 
insurance have a stake in our system of 
free enterprise and will fight, if need be, 
to curb the dictator from within or with- 
out. Life insurance speaks in under- 
standable terms in keeping America safe 
and sound.” 

Two breakfast meetings preceded thie 
day’s program. Mr. Witherspoon was 
guest of honor at a breakfast meeting of 
Twin cities agents of John Hancock Mu- 
tual, at which W. W. Hunter, Minne- 
apolis general agent, presided. The St. 
Paul and Minneapolis C. L. U. chapters 
entertained John D. Moynahan, Metro- 
politan Life, Berwyn, IIl., president 
American Society of Chartered Life 
Underwriters, who spoke at the congress. 

Three presidents of Minnesota life com- 
panies, O. J. Arnold, Northwestern Na- 
tional; T. A. Phillips, Minnesota Mu- 
tual, and H. P. Skoglund, North Ameri- 
can Life & Casualty, were introduced at 
the luncheon meeting. 
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Day's Uncertainties 
No Insurance Threat 


W. B. Bailey Gives 
Inspiring Message to C.LU. 
Group in N. Y. 


NEW YORK.—W. B. Bailey, econ- 
omist for Travelers, in addressing th¢ 
New York C.L.U. chapter, expressed 
the belief that the uncertainties of the 
day should not adversely affect insur- 
ance. 

Insurance, he said, thrives upon un- 
certainty. “The verv fact that what is 
in store for us is wrapped in _ uncer- 
tainty makes insurance imperative for 
the man who would safeguard his fu- 
ture. Assuredly there is enough uncer- 
tainty in this country today. How long 
is this war going to last? How much 
inflation will we have before the war 
is over? What effect will these vast 
borrowings by the government have 
upon the rate of interest? How long 
will this present war boom last? And 
what will happen at the end of the war? 
What is the best hedge against infla- 
tion at present? Here is enough un- 
certainty to satisfy anyone. 

“But this uncertainty should not ad- 
versely affect insurance unless it leads 
people to question the continuance of 
the capitalistic system in this country 
and the financial soundness of the in- 
surance companies—and this does not 
seem likely to happen. 


Cites What Is Certain 


“There are a few things which may 
be classed under the head of certainties. 
This war seems likely to be a long war. 
The list of things we are not going to 
be allowed to buy or buy only in limited 
quantities seems likely to increase. The 
taxes we shall have to meet will in- 
crease. Spending by the middle and 
upper income groups must be drastically 
curtailed because the amount left to 
them after their taxes are paid is going 
to be much smaller. On the other hand, 
there are going to be better jobs and 
higher wages for millions of workers 
as long as this war continues. 

“The problem before the insurance 
salesman is to try to sell those forms of 
insurance which will best fit the present 
conditions. What the average individual 
needs for the next few years is pro- 
tection. Protection for himself and for 
his family. He wants the most protec- 
tion that he can purchase for the low- 
est possible cost. That doesn’t mean 
that all thought of investment should 
be thrown out of the window. If a 
man would invest, he can serve his own 
needs and those of the country best by 
buying government bonds. In this way 
he will have the maximum of protection 
while the need is greatest during this 
emergency and when this emergency 1s 
passed he can then decide upon the ulti- 
mate use of the money which he loaned 
to the government during its period of 
need. 

No Shortage, Quality Unchanged 


“This offers sufficient incentive to the 
young man who wants to do his bit 
but who on account of dependents or 
physical disability is unable to shoulder 
a gun. It should also encourage the 
older agent who has been taking it easy 
to get back into the harness again. The 
insurance salesman is one of the few 
sellers of goods today in which there is 
no shortage and in which the quality 
has not been reduced by the necessity 
of putting in a substitute. No one ques- 
tions the quality of the goods he sells. 
No one questions the need for those 
goods at present. In return for these 
advantages, the insurance agent should 
expect to do a full day’s work and take 
on some patriotic service in addition 
for good measure. Why shouldn’t he do 
what he can to prevent the loss of life 
and property in this country in order 

(CONTINUED ON PAGE 11) 


All Sections Get 
Share in 93% 


January Increase 


Ordinary life sales showed a 93 per- 
cent increase in January, totaling $1,- 
001,653,000, according to the Sales Re- 
search Bureau. Sales showed a sub- 
stantial gains in all sections, the fol- 
lowing states making increases of over 
100 percent: Alabama, Kansas, Ken- 
tucky, Massachusetts, Missouri, Ne- 
braska, New Jersey, New York, Okla- 
homa, Rhode Island; South Carolina, 
Utah, Washington and Wisconsin. 

St. Louis led the large cities with a 
120 percent gain followed by Boston 
with 113 percent, New York, 106 per- 
cent, Los Angeles, 102 percent, Phila- 
delphia 97 percent, Cleveland 88 per- 
cent, Chicago 76 percent and Detroit 
71 percent. 


Sales by states and percentages of 

gains follows: 

Sales 

Volume Percent 

in $1,000 of Ine. 
PAD AMIA S55 oe lccie es $ 8,780 
1 © Sa RE None ae Cee 1,648 5 
ABRANGAS 5. ov cccwnvece 6,557 80 
CRRIGEIID 6. oo c0e eas 59,691 92 
CONRWAGG ..'s6e 5 cece 8,000 97 
Connecticut .. 2.2.0... 20,140 86 
DOIGWAEG cock eek we. 2,411 64 
District of Columbia.. 8,635 80 
ROUSE? cc'c S'iacu w cosecealets 10,369 83 
SD oo vb kG eee een 13,922 90 
ROI ore hare. g eee a 1,765 39 
BENONS onic cee ntcese 76,529 79 
EN. so ead ada eas 23,099 87 
Deere ee 15,676 64 
WU ARRRMORERE 2. cisy o-092 ok ek: 6% 11,670 103 
MEGMCUGKY <6 0 ce ceases 12,607 109 
LOUWIIANES. 2.6 cece ence 8,357 96 
MM hid a e's ia eane aces 4,469 96 
PEAPVIGNE «2 0.665 ccc sass 14,435 78 
Massachusetts ........ 44,034 103 
WWBRCNNISETAED (00k wikcs wares 36,784 63 
hi CCOL Eee 15,760 56 
Missiosippi ... .....ces. 4,200 70 
PUBMED occ eine ces 30,983 117 
OLE). Se ara alee 2,390 54 
NGDPSBEE. 0c .c ete wns 9,286 105 
ING VOUS 6b wienin’e ew ecuess 516 09 
New Hampshire....... 4,102 53 
OW SOTOOF nics cece 52,330 128 








U. S. Chamber Will 
Meet in Chicago 


The U. S. Chamber of Com- 
merce will hold its annual meet- 
ing this year at the Stevens Hotel 
in Chicago, April 27-30. The in- 
surance section will have a special 
meeting one day of convention 
week, 

Manager T. F. Cunneen of the 
insurance department states that 
the insurance program for the 
annual meeting has not yet been 
passed upon by the program com- 
mittee, 








Sales 
Volume Percent 





in $1,000 of Ine. 

INOUE OMIOGG es visa ns 1,703 96 
INGW WORM en wc es adcsse 171,947 103 
North Carolina 13,833 89 
North Dakota 1,684 70 
CME ececass 62,184 95 
Oklahoma 12,468 104 
GS ee ere 7,390 59 
Pennsylvania ........ 85,015 95 
Rhede Island......... 8,182 104 
South Carolina........ 6,614 132 
South Dakota......... 2,273 49 
pg ee ere 12,686 99 
OEES cece ecse cows sens 40,220 86 
LP) eer rer ee ,414 105 
RE as hxess seen 2,129 55 
eee 13,752 80 
Ri ee 15,312 109 
West Virginia......... 7,301 85 
i... eee 22,143 113 
, eee 1,258 40 

11s | eae $1,001,653 193 





Start Plans for Denver Parley 

DENVER—tThe first meeting of the 
local committee to make plans for the 
convention of the National Association 
of Insurance Commissioners here June 
8-10 was held in the offices of Security 
Life & Accident, whose president, W. 
Lee Baldwin, is chairman of the com- 
mittee. Mr. Baldwin states that the con- 
vention is being planned in a “more seri- 
ous vein” than previous meetings be- 
cause of the war situation. 








countryside. 


as long as possible. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





ROBIN HOOD’S BARN 


To this day there remains in good usage in our language 
the phrase “to go around Robin Hood’s barn.” 
apparently, it was a memory of the merry chase that Robin 
Hood led the Sheriff of Nottingham, but the phrase still 
means “to arrive at a result by a roundabout course.”’ 


A common and natural procedure many a salesman of today 
has is that of taking each sales visit in succession without 
regard to economy of time and mileage. 
sible to save oneself many retracings of steps simply by an 
advance planning of the day’s journeyings. 

It wastes valuable time and effort to travel first north, then 
south, then north again, then south again, or in any other way 
go from point to point without first boxing the compass, and 
that is just as true of city blocks as it is of miles through the 
There is as much sound sense to a day’s iten- 
erary as to such an itinerary as a traveling man makes before 
venturing on a trip of many weeks. 

Right now there is an additional and particular reason for 
an advance planning of the day’s visits. 
to conserve rubber for war uses comes home to the civilian in 
a vital necessity to be careful to make his automobile tires last 
When his tires wear out, replacement 
will be improbable, perhaps impossible. 
afford now to go around Robin Hood’s barn. 


+ + + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Originally, 


But it is quite pos- 


The vital necessity 


We simply cannot 


JOHN A. STEVENSON 
President 

















War Racced of Sun 
Life Encouraging 


War Caused Deaths Not 
Alarming—Foreign Dis- 
locations Not Severe 


Special interest is taken in that por- 
tion of the annual report of Sun Life of 
Canada which sets forth its experience 
with war caused deaths. The deaths of 
policyholders in the armed services Sept. 
3, 1939, to Dec. 31, 1941, numbered 304 
for a total amount of $835,296. Of these 
83 by number and $221,061 by amount 
were deaths due to enemy action at sea; 
143 in number and $360,214 in amount 
were due to enemy action other than at 
sea and 78 in number and $254,021 in 
amount were due to accidents while on 
duty. 

There were 453 deaths among civilian 
policyholders as the result of war for a 
total of $1,358,718. Of these 38 died be- 
cause of enemy action at sea and the 
amount of the Sun Life insurance was 
$227,817; 101 died from air raids and 
other enemy action and their insurance 
totaled $243,795; 10 died as a result of 
accidents associated with war and their 
insurance was $51,810. 


Mortality Ratio Lower 


Despite the increase in claims result- 
ing from the war, the mortality ratio 
under the entire business of Sun Life 
was actually lower than in the preceding 
year, being 55.2 percent as compared 
with 56.8 percent during 1940. The total 
war claims incurred during the period 
under review amounted to only 2.2 per- 
cent of the total death claims. This com- 
pares with the fact that automobile ac- 
cidents alone regularly account for about 
4 percent of the total death claims and 
claims from all accidental causes for 
about 9 percent of the total. 

The mortality of the British business 
of Sun Life during the war, including 
all deaths among the armed forces and 
among civilians due to air raids or other 
causes attributed to the war has been 
about the same as the average death rate 
under the company’s entire business. 

The annual report publication of Sun 
Life has been most attractively designed 
and is an exceptionally readable docu- 
ment. There is liberal use of color and 
there is emphasis throughout on the 
contribution that is being made by life 
insurance to the war effort. 


Foreign Operations Outlined 


President A. B. Wood points out that 
at present 93 percent of the total insur- 
ance in force and 98 percent of the total 
investments are located in four major 
fields of operation—Canada, the United 
States, Great Britain and other British 
countries. The business in force in 
enemy and enemy occupied countries in 
the far east now amounts to only 2 per- 
cent of the total insurance in force while 
the investments and deposits in those 
countries are only two-thirds of 1 per- 
cent of the total assets. The investments 
covering the policy liabilities in those 
countries consist chiefly of Canadian and 
American securities held in Canada. Mr. 
Wood points out that the servicing of 
such business must be suspended for the 
duration of the war but every effort will 
be made to see that the interests of the 
policyholders are safeguarded. 

Twenty percent of the male staff from 
head office and branch offices of Sun 
Life and a large number of its agents 
are now engaged in war services. The 
office staffs have responded splendidly 
to the needs of the situation by assum- 
ing extra duties and the agents have 
demonstrated their ability to keep up 
production of new business despite the 
loss of so many of their colleagues. 

L. T. Lee, cashier San Antonio, Tex., 
Great Southern Life agency, has re- 
signed to enter civil service work, 
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Programming of 
Average and Large 
Estates Discussed 


NEW YORK—At the course in ad- 
vanced salesmanship sponsored by the 
New York City Life Underwriters As- 
sociation, P. E. Orr, Jr., assistant man- 
ager Guardian Life, discussed the plan- 
ning of the average program, and M. 
M. Goldstein, general agent Connecti- 
cut Mutual, considered the program- 
ming of the larger estate. 

It is very important, Mr. Orr stated, 
to analyze carefully the information ob- 
tained about the prospect before draw- 
ing up the program. | For example, a 
prospect with a $5,000 income may have 
a salary of $4,500 and the balance con- 
tributed by dividends of $500. If his 
family is taking $3,000 and he is put- 
ting $600 into life insurance annually, 
he has a margin of $1,400. The pros- 
pect’s assets and his family situation 
should also be carefully looked into. 

Some agents, Mr. Orr said, like to 
make a complete inventory of the pros- 
pect’s assets. It is essential to have 
facts ready for ready reference. The 
agent should get a picture of a_pros- 
pect’s problem by measuring his life 
insurance and other property against 
his needs and objectives. 


Prospect’s Dominant Interest 


The agent should build his sugges- 
tions around the dominant interest in 
the prospect's life. The proposition 
must be adapted to the personality of 
the prospect and this requires sound 
judgment of the highest order on the 
agent’s part. There is seldom just one 
solution to the prospect’s problems. 
Thé agent must compromise the pros- 
pect’s needs with what he can afford 
and sell him on this idea. 

After determining the exact amount 
the prospect needs, the agent’s job is to 
learn how much additional life insur- 
ance the prospect can afford to buy. 
Generally, Mr. Orr said, the amount put 
into life insurance ranges from eight to 
20 percent of income, with an amount 
five times annual income, a good start- 
ing point. Sales are more likely to re- 
sult if a reasonable amount is recom- 
mended. The agent must decide the 
approximate balance between protec- 
tion and savings. 

It has been customary to use graphic 
proposals in selling. Many people, 
however, don’t grasp charts and dia- 
grams easily, Mr. Orr said. The agent 
should supplement his chart with a 
written outline. It is important to keep 
the proposal simple. 

Planning of sales strategy is vital in 
the sale. It is helpful to have a prac- 
tice drill and rehearse the second jin- 
terview with some one in the office. 

Programming, Mr. Orr _ said, is a 
human problem as much as a technical 
one. The agent should emphasize the 
he is 


services such as programming 
able to offer the prospect in contrast 
with those offered in over-the-counter 


selling of life insurance. 
Programming the Larger Estate 


The major difference between pro- 
gramming a large estate and program- 
ming a smaller one is the factor of in- 
come from capital, Mr. Goldstein said. 
Getting adequate information is, of 
course the big problem of the agent in 
any programming work. Very rarely 
does the agent find people who have 
their affairs in apple pie order. 

After making an inventory, the agent 
should attempt to learn the cash needs 
for estate shrinkage purposes and as- 
certain the amount required for federal 
and state taxes. The agent must be 
prepared for a one interview case and 
have the estate tax charges available if 
necessary. 

He said that 85 percent of the net 
worth of the average business man is 
usually invested in his own business. 
He is apt to make investments in firms 


HeNATIONAL UNDERWRITER 


Walter Cluff Retires 
from Active Service 














WALTER CLUFF 


Because of long and sustained illness, 
caused from a heart ailment, Walter 
Cluff, who has been connected with 
Kansas City Life for the past 30 years, 
has been relieved of all responsibility 
and placed on the retirement list. He 
has been more or less inactive at his 
office for the past year. 

Mr. Cuff was one of the first to es- 
tablish a formal correspondence train- 
ing course for the benefit of life in- 
surance fieldmen, a course which has 
been adopted by numerous companies 
and had wide circulation. He is the 
author of two standard text books on 
life insurance. His text books have been 
used extensively in the United States 
and Canada, and translated into foreign 
languages, and the copyright sold in 
Italy. His speech before the American 
Life Convention in Chicago, on the se- 
lection and training of men, attracted 
much attention and received many com- 
plimentary writeups, including a_ full 
page discussion in the “Insurance Maga- 
zine” of London, Eng. 

Mr. Cluff is a graduate of the Uni- 
versity of Chicago; he spent 10 years in 
the field as an agent, being one of the 
leading producers of his company. For 


the past 15 years he held the position 


of educational director, with Kansas 
City Life, 

Because his daughters live in the east, 
the youngest one being director of the 
Day Nursery, he is joining her at Hart- 
ford, and will be there for the time be- 
ing at least, making his home at 131 


Woodland Avenue, 


with which he has business connections 
and his investments are either on a 
“feast or famine” basis. 

Agents should not sell life insurance 
necessarily on the basis that it should 
be purchased out of income. ‘Today, 
more than ever, the idea of buying life 
insurance out of capital should be 
spread, Mr. Goldstein said. 

When the subject of inflation comes 
up, the agent should talk specific reali- 
ties to the prospect. If there is an in- 
crease in the cost of living, surely the 
family needs more life insurance. The 
life income option gives a_ prospect 
what he wants, he said. 

During his life the average person 
has five to seven chances of going 
broke in depression cycles. He may do 
this on his 65th birthday as readily as 
on his 35th, Mr. Goldstein said. — 


Griffith in Government Service 


Charles W. Griffith, agent of John 
Hancock Mutual Life in Columbus, O., 
and president of the Columbus Life 
Underwriters Association, has entered 
government service. He has resigned as 
association president. A successor has 
not been appointed. 


Connecticut Mutual 
Dependables Increase 


Connecticut Mutual Life’s unique or- 


ganization, the “Dependables” attained 
a membership of 285 in 1941. This is 


a record number to attain membership 
in this organization and represents an 
increase of 37 over the previous high 
year. 

The formation of the “Dependables’’ 
was originated by Vice-president V. B. 
Coffin in 1936. Membership is based 
on the simple but important and basic 
requisite that the member earn commis- 
sions in an amount at least equal to his 
previously established budget. Members 
of the “Dependables” receive awards in 
the form of monthly mailing pieces or 
“prestige builders,’ which are mailed 
from the home office to a list of clients 
submitted by the member. 


N. Y. Bill for Life Insurance Probe 

Representative Moritt has introduced 
in the New York legislature a resolution 
for an investigation of life insurance 
companies by a joint legislative commit- 
tee of five senators and five members 
of the assembly. The committee would 
receive $25,000 for expenses. It appears 
to have very little support. 
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Stamp Search Turns Up 
Old Policy Worth $225 

Interest in stamp collecting by 
the Negro maid of a Washington, 
D. C., woman recently brought to 
light an old policy in Home Life 
of New York which although 
bought 64 years ago and lapsed, 
still had a paid-up insurance pro- 
vision in force. As a result the 
Washington woman has received 
$225 death benefit. 

The policy was bought by her 
father in 1878. He lived to age 
92, dying nine years ago. No 
member of his immediate family 
apparently knew the policy was 
in existence. 

The maid discovered the pol- 
icy in an old trunk when, with 
her employer’s permission, she 
ransacked it in a search for old 
stamps. A stamp on the yellowed 
policy wrapper caught her eye. 
Under the policy provisions, 
non-forfeiture values reverted to 
paid up insurance. 








Write your company for Aceident 
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rascal, 


he King of France. 


was king for a day. 


day. 





Back in 15th century Paris there was a gay blade 
I’rancois Villon—who was a poet, vagabond, lover and 


gibbet, he was nevertheless ambitious. 








Seldom out of the shadow of the jail and the 


He wanted to 


According to the yarn, he and his army of picklocks, 
sneak thieves, common thugs and highwaymen actually 
seized Paris when France was hardpressed, and Villon 
But he risked hanging for the 
privilege, and barely escaped with his life. 


Francois Villon was a piker to want to be king for a 
With a Franklin direct-with-the-Home-Office contract, 
scores of Franklin general agents have won positions of 
leadership, security and permanence in their communi- 
ties. They are “kings’’ in their financial independence, 


and the security of their position. 


If you want to be “king” in your home town, investigate 
the Franklin agency opportunity. 
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CHAS. E. BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
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Policies on Group 
Cover and Soldiers 
Insurance Cited " 


The “Management Review” that is 
published by the American Manage- 
ment Association, in its February edi- 
tion, contains an interesting statement 
of policies that are being followed by 
companies with respect to group insur- 
ance for employes in military service. 
The conclusions are based upon an- 
swers to a questionnaire. 

Eighteen of 38 companies that have 
responded are canceling group insurance 
and usually tell their men the ad- 
vantages of National Service Life in- 
surance. Nineteen others are canceling 
the group insurance and paying for an 
equal amount of National Service Life 
insurance, usually for a period of one 
vear. Four firms will cover the entire 
time the employe is in military service 
and one will include a period of six 
months and 40 days after the termina- 
tion of the war. 

Most employers dislike to reimburse 
their men for each National Service 
Life insurance payment at the time it 
is made and most companies send the 
employe a check for the entire amount 
of the year’s premium. A few compa- 
nies- have undertaken to pay the pre- 
mium quarterly. Most companies re- 
quest some evidence that the insurance 
has been taken out either in the form 
of a statement from the commanding 
officer or a form of some kind prepared 
by the employer. One firm has pre- 
pared a simple form on which the man 
may list his policies with the dates of 
subscription and the amounts of pre- 
mium to be certified by the officer in 
charge. 

Several companies will not reimburse 
the employe for premiums until he re- 
turns to his job. A few give the man 
a check for the amount when he leaves 
or include this amount in the supple- 
mental compensation paid to those 
leaving for service. One company car- 
ries group insurance for the man for 
120 days after he leaves, then sends him 
a check for $10 toward his National 
Service Life insurance. 

The period of time during which 
group insurance is continued after a 
man leaves for service varies. Some- 
times the insurance is canceled when 
the man leaves or at the end of the 
month, in others it is continued for a 
month, two months, three months or 
120 days. One company is continuing 
group insurance until July 1, 1942, de- 
spite the higher premium caused by the 
entrance of this country into the war. 
A definite date is usually set for can- 
cellation of group insurance for those 
already in the army. Sometimes pro- 
vision has been made that such insur- 
ance would be automatically canceled if 
the United States entered the war. 





Thompson, McAndless Talk 
on War Problems in Detroit 


War-time influences in the life insur- 
ance business will be discussed at the 
March 2 meeting of the Associated Life 
General Agents & Managers of Detroit. 
J. S. Thompson, vice-president and 
mathematician of Mutual Benefit Life, 
will talk on “Actuarial Problems 
3rought on by the War” and A. J. Mac- 
Andless, president Lincoln National 
Life, on “The Financial Situation of the 
Present and Future as Viewed by Life 
Insurance Companies.” 

Members of the Michigan Actuarial 
Society have been invited to attend. 


Conn. Mutual Cancels Conventions 


The Connecticut Mutual will not hold 
its regular regional educational confer- 
ences in 1942. Scheduled to be held 
during June and July, the cancellation 
is in line with the general nation-wide 
conservation effort. 


Equitable’s Assets, 


Insurance in Force 
at New High Marks 


The insurance in force of Equitable 
Society increased by $470,000,000 last 
year to a new all-time high of $7,607,- 
000,000 of which ordinary was $4,866,- 
000,000 and group $2,741,000,000. New 
sales showed an increase of 18 percent 
as compared with 1940. New ordinary 
was $306,000,000 and new group $143,- 
866,000. 

The gain in assets of $176,000,000 was 
the largest increase of any single year 
and the total is now $2,740,600,000. The 
special contingency reserve was in- 
creased to $7,780,000 and $8,900,000 was 
added to net surplus. The yield on 
the entire investment in bonds and 
stocks was 3.38 percent and on all as- 
sets the average net return was 3.26 
percent compared with 3.27 in 1940. 

Equitable made 2,302 new mortgage 
loans aggregating $54,095,000. The 
gross rate of return on mortgages was 
4.73 and the interest collected on mort- 
gages was 99.5 percent of the amount 
falling due. 

During the year there were sold 1,160 
farms and 2,224 city properties and the 
holdings of foreclosed real _ estate 
dropped from $141,372,000 to $115,643,- 
000. During the period 1934-1941 in- 
clusive the total consideration from 
sales of foreclosed real estate was $87,- 
400,000 involving a total book cost of 
$86,700,000 and a total book value of 
$79,800,000. 

More than 1,520,000 employes in 
2,300 business organizations were cov- 
ered by Equitable group life contracts 
and more than 1,000,000 workers were 
protected under group accident and 
health, accidental death and dismem- 
berment, hospital expense and surgical 
benefits and group annuities. 





Big Gains for Great Northern 


Assets, insurance in force, and num- 
ber of policyholders insured are the 
largest in the history of the Great 
Northern Life, Chicago, as of Dec. 31. 
Assets were $8,364,713, a gain of $401,- 
425 in 1941. Insurance in force totaled 
$41,067,753, increase $2,540,166. 

The company has $3,116,876 in FHA 
mortgages. During 1941 policy-owners 
and beneficiaries were paid $1,395,187. 
Since organization, those benefits have 
amounted to $23,955,000. 





Defense Bond Results to Be 
a Test of Democracy 


ST. LOUIS—Whether the purchase of 
defense bonds and stamps can continue 
on a voluntary basis or whether some 
compulsory plan will be necessary will 
be a demonstration of the workings of 
democracy, Gale F. Johnston, third vice- 
president Metropolitan Life, stated at a 
luncheon here in his honor. Mr. Johnston 
was formerly national field director of 
defense sales and is now acting in an 
advisory capacity. 

The campaign to sell the defense 
bonds and stamps was initiated with a 
three-fold purpose—as a morale builder, 
to prevent a national spending spree and 
to allow millions of low income citizens 
to participate in the financing of their 
government. 

“The democratic way is for citizens 
to help meet the obligations of their 
country in a voluntary way,” Mr. Johns- 
ton stated. “People have more money 
to spend and fewer things they can 
purchase. Whether they voluntarily buy 
defense stamps and bonds or spend their 
money in other ways may have the most 
far-reaching effects in the future.” 

More than 700 persons attended the 
luncheon. Tribute was paid to Mr. 
Johnston’s civic life by Branch Rickey, 
vice-president St. Louis Cardinals. 





Write your company for Accident & 
Health Week promotional supplies. 








QUIZ AD 
NO. 1 





QUERY: What life insur- 
ance company offers a direct- 
mail plan which is pulling 
28.7% returns from people 
who know they will be 


solicited? 


COMMENT: 10% return of 
reply cards from a direct- 
mail campaign is considered 
good ...20% return approaches 
the phenomenal. Continental 
Assurance . .. with a direct- 
mail plan in operation more 
than a year... has produced a 
country-wide return of 28.7%. 














ASSURANCE COMPANY 
CHICAGO, ILLINOIS 


Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY. 
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Cincinnati Bank Offers 
Premium Budget Plan 


CINCINNATI—A budget control 
plan for handling large insurance pre- 
miums by means of regular monthly 
payments was announced by Central 
Trust Company. The individual is urged 
to furnish information as to his heaviest 
expenses throughout the year, and the 
bank will arrange to send to him at 
agreed dates, checks for amounts needed 
for insurance, taxes, and other obliga- 
tions as they fall due. The individual 
budgets his earnings and repays the 
loan by monthly remittances. He is 
charged only for actual cash used. Mini- 
mum loan is $500 a year and minimum 
charge $10 for a year’s service. The 
charge varies with the individual case, 
being $20 for $1,000 in quarterly amounts 
of $250. This is less than the extra 
cost of quarterly premiums in most 
cases. 

C. H. Wible, manager of Union Mu- 
tual Life here, assisted in developing the 
plan in relation to life insurance. He 
said it would provide much useful data 
on prospects. Only credit-worthy per- 
sons in higher salary brackets who have 
large insurance premium and income 
tax obligations will be considered. 





Iowa Court Rules Farm 
Repairmen Not Tax Exempt 


DES MOINES—Workmen employed 

by insurance companies to make re- 
pairs and improvements on_ rented 
farms are not agricultural labor under 
Iowa laws and therefore come under 
the unemployment insurance taxes and 
laws, the Iowa supreme court held in 
a case involving Equitable Life of Iowa. 
As a result, that company and others 
employing carpenters, painters and 
other workmen on farm improvements, 
must pay state unemployment insur- 
ance taxes on such employes. 
_ The case appealed involved a Cush- 
ing, Ia., carpenter who filed a claim for 
unemployment compensation _ benefit 
with the state employment security 
commission. He had worked for 
Equitable for six years. The company 
paid the unemployment tax under 
protest through 1939 but did not pay 
it in 1940, 

Equitable of Iowa contended an 
amendment to the social security act 
passed by congress in 1939 took prece- 
dence over state law, thus placing all 
such workers in the class of agricul- 
tural labor, which is exempted under 
Iowa law. 





Must Pay When Assured Executed 


Federal Judge Kalodner in Philadel- 
phia has given a decision against Pru- 
dential which sought to invalidate its 
$5,000 insurance on Paul Petrillo who 
was put to death last March for his part 
in the murder for insurance ring in 
Philadelphia. Prudential contended that 
the payment “would be against public 
policy.” The proceeds are to be paid 
either to Petrillo’s widow, who was 
named originally as the beneficiary, or 
Petrillo’s brother, whose name _ he 
sought to substitute later. A decision 
Was given against Prudential in New 
York just a few weeks ago in the same 
issue involving the insurance of a mur- 
derer who was executed by the state. 





Boston Actuaries’ Topics 


The Actuaries Club of Boston will 
meet March 6 to discuss underwriting 
risks involving a war hazard; changes 
desirable in the Massachusetts insurance 
laws; distribution of new business by 
plan to alleviate the investment problem; 
should insurance companies be given 
more freedom as to investments; desir- 
able changes in the methods of compen- 
sating ordinary and industrial agents; 
problems in designing a retirement plan 
for agents and the experience of the 
companies with mortgage redemption 
insurance. 


CL 


Foreman Elected in Atlanta 


ATLANTA—Robert L. Foreman, Jr., 
general agent Mutual Benefit, was elect- 
ed president of the Atlanta C. L. U. 
chapter at its annual meeting. He suc- 
ceeds Willis J. Milner, Jr., general agent 
Life of Virginia. Emory L. Jenks, gen- 
eral agent Pacific Mutual, was advanced 
to vice-president and Charles B. Har- 
rell, Jr., associate general agent Colum- 
bian National, who has_ organized 
C. L. U. study groups for several years, 
is secretary-treasurer. 

Dr. John P. Williams, director edu- 
cational advisory department American 
College of Life Underwriters discussed 
plans for an intermediate course to fill 
the gap between the company study 
plans and the C. L. U. courses. 








North Urges More Activity 

SAN FRANCISCO—Chartered Life 
Underwriters have both added responsi- 
bilities and opportunities to advance the 
institution of life insurance and the 
Cc. L. U. movement, Henry E. North, 
vice-president Metropolitan Life, de- 
clared before the San Francisco C. L. U. 
chapter. Mr. North said that the 
C.L.U.s now should develop more pub- 
licity for the movement among life un- 
derwriters in order to further strengthen 
the business on a high professional plane. 
By sound reasoning and public relations 
C.L.U.s can help to make sure “that in 
fighting for democracy abroad we do not 
lose democracy at home.” 





Williams Arranging Ala. Courses 


John P. Williams, director of the edu- 
cational advisory department of the 
C.L.U., was in Birmingham, Ala., to 
confer on C.L.U. classes in the state 
with H. Martin Nunnelley, president 
Alabama Association of Life Under- 
writers, and Sheffield Owen, chairman 
of the association’s educational commit- 
tee. The plan is to sponsor C.L.U. 
classes in the eight cities in the state 
having local associations. 








U. S. Life Defense Moves 


As part of its civilian defense program 
United States Life is providing em- 
ployes with first aid training under the 
direction of Dr. J. Albert Avrack, med- 
ical director and vice-president. 

The home office building is completely 
organized in accordance with civilian de- 
fense regulations. Wardens have been 
assigned to each floor, safety areas have 
been designated for all occupants, sev- 
eral air raid practice drills have already 
been held, and a fully equipped mobile 
fire-fighting unit is ready for emergen- 
cies. 

The company recently put on a show- 
ing of a film for employes dealing with 
incendiary bombs and how to handle 
them. 


R. C. Carson, life department man- 
ager of Rockwood Company, Chicago, 
general agent of Travelers, has been ill 
in an Evanston, IIl., hospital with pneu- 
monia. He recovered sufficiently to 
leave for a rest of a few days and was 
expected to return to work this week. 


RECORDS 


Bankers National Life—A record was 
established in January for any single 
month on paid business, being 131 per- 
cent greater than for January, 1941. 

Capitol Life, Col—Paid business for 
1942 up to Feb. 21 was 45.1 percent 
ahead, written 35.2 percent; for the first 
21 days paid business was ahead 68.3 
percent, written business 53.7 percent, 
of February, 1941. 



























He paid his 
premium... 42 
HE BOUGHT A 


MACHINE GUN 
Joo! 


THIS IS HOW. Total renewal premiums paid by 
Canada Life policyholders last year on all policies 
and annuities amounted to $23,229,466.00. 


In the United States, the Canada Life pur- 
chased more than $7,000,000.00 of new 
United States government bonds. 


In Canada, the Canada Life purchased during 
1941 over $12,000,000.00 of Canadian 
government war bonds. 


In the British Isles, the Canada Life subscribed 
$5,200,000.00 to British war loans. 


In total, the Canada Life purchased during 
1941—and still holds—$24,200,000.00 of 
government bonds, an amount which would 
pay for almost 75,000 Bren guns: 


Thus, the company’s investment in govern- 
ment war and defense bonds during the year 
was greater than its entire renewal premium 
income. 





The Canada Life 


ASSURANCE COMPANY 
Established 1847 


Head Office: Toronto, Canada 
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Procedure for Dealing 
with “Nationals” Outlined 


fhe Chicago law firm of Lord, Bissell 
& Kadyk has prepared a useful memo- 


randum for Chase Conover & Co., insur- 
ince accountants and auditors of Chi- 
cago, as to recommended procedure for 
insurance companies in dealing with 
nationals of other countries that are 
residents of the United States. The situ- 
ation has become obscured except for 
the few who have kept up with the 
many changes and, hence, the study is 


especially valuable. 

“Before making any payment to any 
individual who, by reason of his name, 
appearance, the nature of the transaction 
or for any other cause, is suspected of 
being a foreign national, a written state- 
ment under oath should be taken from 
him as to his nationality. If the state- 
ment shows that he is a citizen of the 
United States now residing in the United 
States, payment may safely be made. If 
the payee does not fulfill both of the 
above requirements, the effect of Execu- 
tive Order No. 8785 as amended must 
be considered,” the memorandum states. 

“If the written statement under oath 
discloses the suspected person to be a 
national of a foreign country, he should 
be required to amplify the written state- 
ment under oath to show the time when 
he arrived in this country, and he fur- 
ther should be required to show his 
certificate of entry, passport or other 
relevant papers in support of such state- 


ment. Jf he has been in this country 
continuously since the earlier of June 
17, 1940, or that date when the ex- 


ecutive order took effect as to the coun- 
try of which he is a national (hereinafter 
set out), he is a generally licensed na- 
tional entitled to receive payment under 
General license No. 42. If he does not 
qualify as a generally licensed national, 
he should be required to include in his 
verified written statement a reference to 
the general license (if any) under which 
he claims the right to receive the pay- 
ment, and his eligibility under the gen- 
eral license should be checked. If he 
does not claim the right to receive the 
payment under a general license, two 
courses are open. He may apply for a 
general license through the nearest Fed- 
eral Reserve Bank or branch thereof 
on Treasury Department Form PFE-1. 
or he may authorize the payment of the 
money due to him to be made directly 
to the Federal Reserve Bank for his 
account and thereafter take up with the 
Federal Reserve Bank his right to re- 
ceive the payment. 


Partnership or Corporation 


“In making a payment to any partner- 
ship or corporation, each such prospec- 
tive payee should be required to give you 
a written statement under oath that it is 
not a national of any blocked nation 
under the definitions set forth in Execu- 
tive Order No. 8785, E (IV). This 
might seem unnecessary for an American 
corporation, but that if one-fourth of its 
ageregate capital, capital stock and other 
securities outstanding is owned by na- 
tionals of a blocked country, the corpo- 
ration, by virtue of the executive order, 
assumes the nationality of the blocked 
country, 

“Executive Order No. 8785, dated June 
14, 1941, supersedes a number of ante- 
cedent orders, and under it, the United 
States has forbidden all transactions in 
foreign exchange and all payments to, or 
for, or on behalf of, foreign nationals, 
unless licensed bv the Treasury Depart- 
ment either generally or specially. as 
above set out. <A foreign national is 
defined by section 5 E of the order as 
follows: 

“KR, The term 
clude: 

“(T) Any person who has been dom- 
iciled in, or a subject, citizen or resident 
of a foreign country at any time on or 
since the effective date of this order. 
(Note: This does not apply to United 
States citizens residing now in _ the 


“national” shall in- 


United States, by reason of a general 
license. ) 
“*(Ti) Any partnership, association, 


corporation or other organization, or- 
ganized under the laws of, or which on 
the effective date of this order 


or since r 
had or has had its principal place of 
business in such foreign country, or 


which on or since such effective date was 
or has been controlled by, or a substan- 
tial part of the stock, shares, bonds, 
debentures, notes, drafts, or other secur- 
ities or obligations of which, was, or has 
been owned or controlled by, directly 
or indirecetly such foreign country and/ 
or one or more nationals thereof as 
herein defined.’ 


Acting for Foreign Company 


““(II1) Any person to the extent 
that such person is, or has been, since 
such effective date, acting or purporting 
to act directly or indirectly for the 
benefit or on behalf of any national of 
such foreign country, and 

“IV) Any other person who there 
is reasonable cause to believe is a “na- 
tional’ as herein defined. In any case in 
which by virtue of the foregoing defini- 
tion a person is a national of more than 
one foreign country, such person shall 
be deemed to be a national of each such 
foreign country. In any case in which 
the combined interests of two or more 
foreign countries designated in this order 
and/or nationals thereof are sufficient 
in the aggregate to constitute, within 
the meaning of the foregoing, control of 
25 percent or more of the stock, shares, 
bonds, debentures, notes, drafts, or other 
securities or obligations of a partnership, 
association, corporation, or other organi- 
zation, but such control or a substantial 
part of such stock, shares, bonds, deben- 
tures, notes, drafts, or other securities 
or obligations is not held by any one 
such foreign country and/or national 
thereof, such partnership, association, 
corporation or other organization shall 
be deemed to be a national of each 
of such foreign countries. The sec- 
retary of the treasury shall have full 
power to determine that any person 
is or shall be deemed to he a “national” 
within the meaning of this definition, 
and the foreign country of such person 
is or shall be deemed to be a national. 
Without limitation of the foregoing, the 
term “national” shall also include any 
other person who is determined by the 
secretary of the treasury to be, or to 
have been, since such effective date, act- 
ing or purporting to act directly or in- 
directly for the benefit or under the 
direction of a foreign country designated 
in this order or national thereof, as 
herein defined.’ 


Blocked Countries Listed 


“The blocked countries, with the dates 
on which the blocking orders became 
effective as to each, are as follows: 
Albania, June 14, 1941; Andorra, June 
14, 1941; Austria, June 14, 1941; Bel- 
gium, May 10, 1940; Bulgaria, March 4, 
1941; China, June 14, 1941; Czecho- 
slovakia, June 14, 1941; Danzig, June 14, 
1941; Denmark, April 8, 1940; Estonia, 
July 10, 1940; Finland, June 14, 1941; 
France, June 17, 1940; Germany, June 
14, 1941; Greece, April 28, 1941; Hun- 
gary, March 13, 1941; Italy, June 14, 
1941; Japan, June 14, 1941. 

Also: Latvia, June 10, 1940; Liechten- 
stein, June 14, 1941; Lithuania, July 10, 
1940; Luxemburg, May 10, 1940; Nether- 
lands, May 10, 1940; Norway, April 8, 
1940; Philippines, Jan, 1, 1942; Poland, 
June 14, 1941; Portugal, June 14, 1941: 
Rumania, Oct. 9, 1940; Russia, June 14, 
1941; San Marino, June 14, 1941; Spain, 
June 14, 1941; Sweden, June 14, 1941; 
Switzerland, June 14, 1941; Thailand, 
June 14, 1941; Yugoslavia, March 24, 
1941, 

“British funds have never been 
blocked, although Russian and Chinese 
funds were blocked. Payments can be 


made to Russian nationals under general 
license No. 51 without any formalities, 
and very liberal licenses as to Chinese 
nationals and partnerships have been 
issued (General Licenses No. 54, No. 55, 
No, 73, No. 75), 

“It is impossible to summarize the 
situations covered by general licenses. 
Any responsible national of a blocked 
country, if interrogated on the subject, 
should be able to refer you by number 
to any general license under which he 
claims to be exempt from the operation 
of the order. If he cannot do so, and 
falls clearly within the definition of a 
national of a blocked country, no pay- 
ment should be made to him until he 
produces a special license. If payments 
are to be made to any individuals or 
partnerships or corporations in South 
America, the Federal Reserve Bank 
should be consulted to be certain that 
these South American persons, firms, or 
corporations are not on the proclaimed 
list of the blocked nationals. 

“Section 4B of Executive Order No. 
8785 requires every person engaging in 
a transaction with a foreign national 
covered by the terms of such order to 
keep a full record of each such transac- 
tion engaged in, regardless of whether 
such transaction is effected pursuant to 
a license or otherwise, which record shall 
be available for examination for at least 
one year after the date of the transac- 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 1385 So. La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of Feb. 24, 1942: 





Par Div. + Asked 
Aetna Life 10 1.40* 25% 27 
Conn. Geni. ........ 190 1.00 23 24% 
Contlh, Assur...... 10 2.50* 39 42 
BATG & Cas... 3 .50 8% 913 
Lincoln Natl. lv 1.40* 26 28 
New World Life 10 .30 3% 4i, 
N. W. Natl. Life 7.50 30 7% 8%, 
Ohio Natl. Life 10 1.25 6 29 
Old Line Life... 10 By ig 101 42 
TEAVEIOTS§ on 0 os 100 16.00 360 375 
Wis. National... 10 1.00 16 18 


*Includes extras. 








tion. This record should include the 
written statements which have been 
given by the person to whom the pay- 
ment was made and a brief statement of 
any additional investigation made by the 
payer. 

“As a suggestion, there is attached a 
form of questionnaire requiring the pro- 
duction of certain supporting documents, 
together with an affidavit of the pro- 
posed payee and a certificate of a repre- 
sentative of the proposed payer. If the 
proposed payee maintains a bank ac- 
count, a certificate from the bank that his 
account is not blocked should answer all 





We offer: 


SO ONOORWD — 


10. 








ANOTHER MILESTONE 


Another year has elapsed and in all respects it 
proved to be one of the best in the 62 years of 
Minnesota Mutual operation. 

Considerable credit for the splendid results re- 
vealed by the company's 194! statement is due the 
men in the field for an excellent performance. 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: Regular — Family — 
Juvenile — Women — Group — Payroll — Sav- 
ings — Social Security, etc. 


Low monthly premiums. 


A $250,000,000 Mutual Company, with an understanding, 
cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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practical purposes. Because many pay- 
ments. will have to be made to persons 
not maintaining a bank account, the pro- 
duction of the alternative documents, 
some or all of which should be in the 
possession of or easily available to any 
person, has been added.” 

Herewith in part is 
form of questionnaire: 

Of what nation or sovereign are you a 
citizen or subject? 

Are you such citizen or 
birth or naturalization? 

If- your answer to question 1 is “United 
States,” show either birth certificate, 
naturalization certificate, letter from 
bank with which -you-maintain an ac- 
count stating that your account is not 
blocked. 

If your answer to question 1 is a for- 
eign country, state when you last en- 
tered the United States, where you last 
entered the United States, by what boat 
or other means of transportation did you 
last enter the United States. 

If your answer to question 1 is a for- 
eign country, show either your pass- 
port, alien registration card, certificate 
of arrival, certified copy of your decla- 
ration to become an American citizen, a 
letter from a bank in which you have 
an account stating that your account is 
not blocked. 


the suggested 


subject by 


—_ 


MATTHIAS’ TALK ON REGULATIONS 


In a recent talk before the claim at- 
torneys of State Farm Life and other 
State Farm companies at Bloomington, 
Ill., Russell H. Matthias of the Chicago 
law firm of Ekern, Meyers and 
Matthias, touched on the effect of regu- 
lations of transactions with foreign na- 
tionals as to life insurance. 

All kinds of life insurance, annuities, 
pensions or similar contracts as well as 
any claims are included under the regu- 
lations. Though it denies liability the 
company must set forth the claim in 
full, including an explanation of the 
claim and similar matters. Interests of 
all insured and claimants as well as 
beneficiaries who are not contingent 
must be considered. 

On matured life policies, a report 
must be made in the name of each na- 
tional who, as a beneficiary, has a fixed 
and irrevocable interest. All benefici- 
aries, whether nationals or not, and their 
interests must be stated in the report. 
On unmatured policies, a report must 
be made where the insured is a national, 
showing paid-up or cash surrender value 
of the policy, including any accrued divi- 
dends and the names of any beneficiaries 
who have acquired rights under the poli- 
cies, except that no report of such bene- 
ficiary need be made if he has no right 
to draw on the cash surrender or paid 
up values of the policy prior to matur- 
ity. 

Unmatured Policies 


A report must also be made, Mr. 
Matthias pointed out, of interest in an 
unmatured policy of any national who, 
by paying premiums or otherwise has 
the right to draw upon the cash sur- 
render or paid up values of such poli- 
cies. As a general practice the indebt- 
ednesses on all such policies are not to 
be deducted in determining the value 
of the interests but are to be set up 
in the report as a separate matter. 

All dividends and proceeds of divi- 
dends on policies left with the company 
must be included as a part of the cash 
value of the policy in determining its 
full value. Where insurance companies 
are jointly liable upon any one contract, 
as in the case of reinsurance, only 
one report need be made but should 
include the property in the possession 
of both insurers, and both insurers 
vouch and are liable for the correctness 
of the report. 

The burden is on the party making 
the report to determine what property 
must be reported and what nationals 
of foreign countries have any interest in 
any property in their possession or con- 
trol. 


Scope of Act 


The scope of the prohibition under, 
the trading with enemy act covers all 
insurance transactions, he said, includ- 
ing issuance of new policies, repayment 


of loans or alteration or change of out- 
standing policies. 

While companies and adjusters can 
deal freely with all generally licensed 
nationals, Mr. Matthias pointed out that 
the U. S. Supreme Court in a recent 
case, Ex parte Colonna, held that the 
trading with an enemy act prohibited 
any enemy or ally of an enemy from 
prosecuting any action in the courts of 
this country in time of war. 

Because of the heavy penalty imposed 
for violation of the act and the execu- 
tive orders, companies and adjusters 
should use extreme care in determining 
the status of any individual that they 
have reason to suspect might be a 
blocked national. 


Chas. E. Jones in Chicago Post 


Charles E. Jones, following 12 years 
of service with the railroad department 
of Provident Life & Accident, the past 
five as special representative, has 
joined the railroad department agency 
staff in the Chicago branch. Robert M. 
Van Elzen is now also connected with 
that department as service representa- 
tive in the Chicago area. 

I. A. Graff, legal department Minne- 
sota Mutual Life, discussed income tax 
questions before the Home Office Life 
Club of the Twin Cities in St. Paul. 


Naw Maalili-Macord 
Established in 194] 


A new health record was established 
in 1941 with a death rate at the un- 
precedentedly low figure 7.4 per 1,000, 
Metropolitan Life reports in a study 
among its 16,500,000 industrial policy- 
holders. The 1941 record is more than 
2 percent below the previous minimum. 
Although there was an influenza epi- 
demic in the early months of 1941, this 
was counterbalanced by the low mortal- 
ity registered in the later months of 
the year. Dislocation of population in- 
cident to the war efforts, concentration 
of recruits in training camps and the 
speeding up of industries for increased 
production failed to cause any apprecia- 
ble increase in the mortality of insured 
persons. 

It appears that the death rate of the 
country at large will be slightly below 
that of last year, 440,103 deaths in the 
86 major cities being reported in 1941 
compared to 441,759 in 1940. 

In contrast to this favorable record 
of 1941, Metropolitan Life points out 
that mortality among its industrial pol- 
icyholders in 1917, when the U. S. also 
was at war. The death rate then was 
11.6 per 1,000 or more than half the 
size again as in 1941. Improvement in 


Y 


mortality since 1917 has occurred in 
all age groups. From ages 5 to 34 the 
decrease has been approximately 70 per- 
cent, while even among persons of ages 
65 to 74 the rate has fallen 30 percent. 
Life Expectancy Extended 

The low mortality for 1941 has re- 
sulted in another increase in the ex- 
pectation of life, the provisional figure 
of 63.4 years being a half year greater 
than the 62.9 years registered in 1940. 
This is the 12th year in succession to 
show a rise in average length of life. 
Since 1917 the gain has been 13.3 
years. 

The most outstanding development in 
1941 was the continued improvement 
in the death rate from pneumonia. The 
present rate has reached a low level oi 
30.5 per 100,000 compared with 35.5 in 
1940, 42.8 in 1939, 50.6 in 1938, and 66.9 
in 1937. Prior to 1937 the rate has 
never fallen below 60 per 100,000, the 
average for preceding 10 years being 
73.4. In 1941 improvement was especi- 
ally noteworthy because it was made in 
spite of the influenza epidemic. 

The tuberculosis death rate also 
showed an improvement being only 42.8 
per 100,000 or 4 percent below 1940. 
New minimum death rates were also 
shown in 1941 in typhoid fever, scarlet 
fever, diphtheria, appendicitis and dis- 
eases of the puerperal state. 





Promoted 


Fort Wayne 





R. P. Tinkham, Lincoln National Life Gen- 
eral Agent in Pittsburgh, Pennsylvania, en- 
tered the Life Insurance business in 1932 
after a successful career in a security and 
investment field. With six years basic train- 
ing, he joined the Lincoln National Life as a 
soliciting agent in 1938 and after immediate 


THE LINCOLN NATIONAL LIFE 





Geared To Help Its Fieldmen 





‘success as a personal producer and trainer 
of men, he was promoted to General Agent 
on July 1, 1940. Under his guidance, the 
Pittsburgh agency is continuing to make 
rapid strides. Mr. Tinkham’s career is proof 
of the fact that there is room at the top at 
the Lincoln. 


COMPANY 


Indiana 

















10 


FieNATIONAL UNDERWRITER 





February 27, 1942 








Honor Cammack 
at 50 Year Mark 


\ golden anniversary dinner celebrat- 
ing his 50 years with John Hancock 
Mutual Life was given by Charles W. 
Camniack, general agent at Huntington, 


W. Va., Feb. 18. Second Vice-presi- 
dent J. Harry Wood and F. J. Keefe, 
manager of the underwriting depart- 
ment, brought the greetings of the 
home office. Other guests were Col. J. 


H. Long, founder and president of the 
Huntington Publishing Company; Col. 
George S. Wallace, who accepted for 
the city of Huntington a gift of 50 
small pin-oak trees, to be planted in the 
park system in commemoration of Mr. 


Cammack’s years of service. The 
speech of presentation was made by 
Andrew C. Nelson, one of Mr. Cam- 
mack’s agents. 


\ skit written by Mrs. Charles W. 
Cammack, Jr., and built around an ac- 
tual incident in Mr. Cammack’s early 
career aS an agent was given. Stan 
Burtless, Charles Broh and W. W. 
Wray, all Huntington agents, were 
members of the cast. 

Mr. Cammack was born in Williams- 
town, W. Va., and has lived in Hunt- 
ington since he was eight years old. 
He worked in a local bank before going 
into the life insurance business. His 
two sons are also with the John Han- 
cock—Howard H. Cammack being gen- 
eral agent at Charleston, W. Va., and 
Charles W. Cammack, Jr. being asso- 
ciated with his father. 


N. Y. Jan. Sales Doubled 


January sales of ordinary 
ance in New York City, as 
by the Sales Research Bureau and re- 
leased by the New York City Life 
Underwriters Association, were $98 ,010,- 
000 as against $48,275,000 for January, 
1941, 


life insur- 
estimated 





Defense Bonds Contest Prizes 

Reliance Life is offering 21 $25 defense 
bonds to the best producers in the na- 
tional leaders’ month contest March 
1-31, 

3onds will be awarded to the seven 

leaders each in life volume, number of 
lite sales, applications averaging $2,000 
or more, and accident and health pre- 
miumes, 


Honoring Frank L. Barnes 


The field force of Ohio State Life has 
launched a campaign to honor Frank L. 
Barnes on the 10th anniversary of his 
becoming vice-president and agency di- 
rector. The campaign started Feb. 26 
and will continue through March. Mr. 
Barnes joined Ohio State Life March 


2, 1932. 


Cover Debit on Bicycles 

John Hancock district 
agent at Lincoln, Neb., instituted a 
vogue in the agency when he started 
covering his debit on a bicycle. The 
idea caught on fast and now three other 
agents, Arnold Stone, Wayne Reynolds 
and Harold Gordon pedal along the 
pavements on their respective debits. 


Elmer Yates, 





Plan Pennsylvania Parley 
PITTSBURGH — Jay N. Jamison, 
executive vice-president Reliance Life, 
president Insurance’ Federation of 
Pennsylvania, called a meeting to dis- 
cuss details of the federation’s 1942 
convention in Pittsburgh, June 10-11. 
Henry S. Bepler, general agent Man- 
hattan Fire & Marine and Virginia Fire 
& Marine, and past president Insurance 
Club of Pittsburgh and the Surety Asso- 
ciation of Pittsburgh, was appointed 
general convention chairman. An educa- 
tional program will be presented. 


Jere Hess Barr, general agent for 
John Hancock Mutual Life of Reading, 
Pa., has been elected a fellow of the 
Royal Philatelic Society of London. 


Conventions 





May 14-15, Actuarial Society of Amer- 
ica, annual meeting, New York, Waldorf- 
Astoria Hotel. ry 

March 27, National Association of Life 
Underwriters, mid-year meeting, Mem- 
phis, Tenn., Peabody Hotel. 

April 23-24, Insurance Accounting & 
Statistical Association, St. Louis, Jeffer- 
son Hotel. 


April 27-28, Life Office Management 
Association, Greensboro, N. C., King Cot- 
ton Hotel. 


April 27-30, U. S. Chamber of Com- 


merce, annual meeting, Chicago, Stevens 
Hotel. : 
May 14-15, Southern Round Table, Life 


Advertisers Association, Chattanooga, 
Tenn., Lookout Mountain Hotel. 

May 20-22, Industrial Insurers Confer- 
ence, New Orleans, Roosevelt Hotel. 

May 25-28, Health & Accident Under- 
writers Conference, annual meeting, 
Kansas City, Muehlebach Hotel. 

May 26-29, Canadian Life Officers As- 
sociation, Life Agency Officers section, 
and Life Advertisers section, Seigniory 
Club, Montbello, Que. 

June 4-5, American 
aries, Chicago, Edgewater 

June 4-6, Medical Section, 
Life Convention, Colorado 
Broadmoor Hotel. 

June 8-10, Insurance Commissioners, 
Cosmopolitan Hotel, Denver. 

Sept. 28-30, Life Office Management 
Association annual meeting, Swampscott, 
Mass., New Ocean House. 

Sept. 28-Oct. 1, National Fraternal Con- 
gress, Chicago, Morrison Hotel. 


Institute of Actu- 
Beach Hotel. 

American 
Springs, 





Sites emneueti Citation 
Goes to Meriden, Conn. 


The President’s Trophy, awarded each 
year to the John Hancock district 
agency showing the highest general ex- 
cellence in production and conservation, 
was won by the Meriden, Conn., district 
under the management of Harry Miller. 

Ten districts, the highest number on 
record, were — for citation, includ- 
ing Allentown, Bridgeport, Conn.; 
Canton, O.; Cleveland 3, Detroit 1 and 
2; Erie, Pa. Fitchburg. Mass.; Flint, 
Mich.; Hartford, Johnstown, Pa.; Los 
Angeles 4, Cal.; New Bedford, Mass.; 
New Britain, Conn.; Providence, Sag- 
inaw, Mich.; South Bend, Ind.; Torring- 
ton, Conn.; West Warwick, R. I.; 
Youngstown, O. 


Fitchburg Wins V.-p. Award 


The Fitchburg, Mass., 
John Hancock Mutual 
vice-president’s award 
allied lines. ; 

A year ago Vice-president Paul I. 
Clark announced the inauguration of the 
award. 

In addition citations will go to all dis- 
tricts with outstanding performance in 
group and allied lines with personal 
awards to agents, assistant managers 
and managers whose accomplishment 
would seem to merit such recognition. 
On the basis of records citations will be 
issued to Allentown, Pa.; Brooklyn 3 
and 4; Chicago 7; Davenport, Ia., Kan- 
sas City; Los Angeles 1 and 3; Pitts- 
burgh 2; Quincy, Mass.; South Bend, 
Ind.; Springfield, 1l-St.. Louis. 3; St. 
aul; Stamford, Conn.; Waltham, Mass. 


district office of 
won the 1941 
for group and 





Mass. Mut. Air Raid Precautions 

Air raid precautions have been com- 
pleted by Masachusetts Mutual Life. In 
414 minutes after the signal was given 
for the first trial alert all officers and 
employe personnel had reached their 
shelter areas, and eight minutes later 
were again at their desks. Glass sur- 
faces on inside walls in the safety areas 
have been removed and replaced by 
Masonite to minimize injury by flying 
glass. An organization of leaders re- 
sponsible for groups of twelve has been 
established in every department, and in- 
structions given for personnel safety. At 


the signal each group reports to its 
leader , and is directed to the previously 
designated safety area. 


To Discuss Financial Blackouts 
NEW ARK—*How to Prevent Finan- 
cial Blackouts” will be the theme of a 
two-hour meeting to be held in the au- 
ditorium of the Mutual Benefit T.ife 


building here on March 26, in which a 
number of women engaged in the life 
insurance field and wives of policyhold- 
ers will take an active part. It will be 
a forum on money management for 
homemakers through the facilities of 
life insurance. 

Speakers are as follows: ‘Social Secu- 
rity—The Life Insurance You Buy From 
Uncle Sam” by Richard B. Thompson, 
sales promotion manager Mutual Bene- 
fit Life and public relations chairman of 
the Montclair, N. J., Defense Council; 
“Life Insurance, The Mobile Ally,” Bea- 
trice Jones, Equitable Society, president 
New York City Life Underwriters As- 
sociation; “Wills and Trusts Under War 
Conditions,” Gilbert Stephenson, Amer- 
ican Bankers Association; and “Money 
and Happiness,” Dr. Lillian Gilbreth, 
Newark College of Engineering. 





Weltz Opens in Cincinnati 


CINCINNATI—An office has been 
opened here at 1633 Carew Tower by 
E. H. Weltz & Co., Philadelphia, which 
also maintains offices in Chicago, De- 
troit, Wilmington, and Camden. The 
Weltz agency furnishes a comprehen- 
sive surplus and substandard under- 
writing service for life agents on any 
kind of personal insurance. Among the 
services are surplus standard insurance, 


annuities of all kinds, substandard life 
insurance, accident and health, group, 
aviation, and juvenile. 


Report on Los Angeles Bond Drive 


LOS ANGELES—Los Angeles life 
insurance men have contacted 1,100 firms 
in the defense bond compaign and 
made reports on all but 80. Kellogg 
Van Winkle, manager of Equitable So- 
ciety, reported to the Managers Asso- 
ciation of Los Angeles. 

President A. N. Kemp, Pacific Mu- 
tual Life, spoke on “Financial Trends.” 





Occidental Life of California an- 
nounces employes who have joined the 
armed forces will be considered on leave 
of absence and may reenter its employ 
on their return. The list includes R. G. 
Carter, naval reserve; W. R. Clay, ma- 
rine corps; Arthur Feay, army air corps; 
Earl Fisher, naval reserve; R. R. Giese, 
marine corps; Frank Higgins, army; 
L. T. Jackson, marine _— W. M. Hill, 
army air corps; Steen, merchant 
marine; Jack A Md naval reserve: 
Paul M. Murphy, army, and David 
Shanley, marine corps, all from the home 
office, “and Raymond Carnal, Chicago, 
army, 


Subscribe to Accident & Health Review, 
$2. 175 W. Jackson Blvd., Chicago. 

















Forty-Eighth Year 
of 


Dependable Service 











The State Life Insurance Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894... . 
Has Paid $133,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $54,000,000 for their benefit . ... . 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates . 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retirement Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 














THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
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{UTUAL LEGAL RESERVE FOUNDED 1894 
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Three Home Life Agency Department Men Advanced 








WALTER M. MERRITT, JR. 


Walter M. Merritt, Jr.. who has just 
been appointed assistant manager of the 
sales planning division of Home Life 





PAUL A. WALLACE 
York, 


of New has been field 
assistant. 


Paul A. Wallace of Tulsa, Okla., be- 


agency 


TOM F. BECK 


comes field assistant, working in the 
Chicago area. Tom F. Beck of Chicago 
joins the agency department staff. 








Day's Uncertainties Offer 
No Threat to Insurance 





(CONTINUED FROM PAGE 3) 


that every ounce of its energy may be 
‘devoted to the winning of the war? De- 
struction of property through fire; the 
loss of life through preventable acci- 
‘dents in playing the enemy’s game. Let 
every insurance agent do what he can 
to prevent this. 

“A good rule of conduct for all of 
us might be: 

“(1) Pay our debts. 

“(2) Buy defense bonds. 
_ (3) Make the present automobile, re- 
trigerator, etc. do for the duration of 
the war. 

“(4) Help to reduce all unnecessary 





loss of life and property. 

“(5) Increase your life insurance be- 
cause if anything happens to you, ris- 
ing prices will necessitate a larger 
monthly income for your family.” 





Mutual Life Appointments 


Mutual Life has appointed John F. 
King assistant to the vice-president and 
financial manager, and G. S. Kerr 
municipal analyst in charge of the 
municipal bond division. 





Sullivan Feted in Hartford 


HARTFORD — Commissioner Sulli- 
van of the state of Washington was en- 
tertained at luncheon here by officials 
of Hartford insurance companies in the 
course of a visit with Commissioner 


Blackall of Connecticut. Mr. Sullivan 
came to Hartford after attending the 
meeting of the executive committee of 
the National Association of Insurance 
Commissioners in New York. In his 
luncheon address Mr. Sullivan deplored 
the fact that the fire insurance compa- 
nies had not undertaken to provide a 
market for land war risk insurance. S. 
T. Whatley, vice-president of Aetna 
Life, gave a welcoming talk in behalf 
of the life insurance group. 





M. S. Young, San Antonio, Tex., 
cashier Connecticut Mutual agency, is 
being transferred to the home office as 
a clerk so that he may be with his fam- 
ily until his application for U. S. mari- 
time service is approved. 


Pink Bars War 
Bonds for Agents 


Instead of Rallies 


NEW YORK —Superintendent Pink 
of New York has ruled against requests 
of life companies which have asked if 
the insurance law would permit their 
paying to agents qualifying for conven- 
tions an extra amount in cash or defense 
bonds in lieu of attending conventions 
called off on account of the war. Mr. 
Pink has pointed out that the law is 
very definite in forbidding the payment 
of extra compensation for volume. He 
indicated that the department did not 
view the matter to be of sufficient 
moment to warrant seeking a change in 
the law. 





Globe Life Offers Line 
of Participating Contracts; 
Goes on 3% Am. Men Basis 


Globe Life of Chicago March 1 will 
commence issuing a line of participating 
policies for the first time and new non- 
par rates will go into effect also. The 
new par and non-par rates are on the 
basis of American men 3 percent, Davis’ 
extension under age 20. The old non- 
par rates were on the American Experi- 
ence 3% percent basis, Craig’s exten- 
sion under age 10. 

The premium is $26.92 for the partici- 
pating whole life contract at age 35; it 
is $23.86 for non-par. There is a prem- 
ium of $14.86 for the $500 intermediate 
whole life participating contract at age 
35, and $13.33 for the non-par. 





The best way to increase your 
casualty premiums is to read The 
Casualty Insuror. 





Thirty-Second Annual Statement 


WESTERN LIFE INSURANCE COMPANY 


HELENA, MONTANA 


RESOURCES 





Home Office Building................ 5 1.00 0% 
(Cost $245,516.22 in 1924) 
oe a a $ 7,345,753.66 44.67% 
Government Bonds ...... .1,644,783.00 
Municipal Bonds .. ... 1,369,138.05 
Reilroad, DOMES. ....5.cs<nee es 1,274,454.99 
Public Utility Bonds...... . 1,150,981.20 
Industrial Bonds ............. 206,840.00 
ielGNese ate hs oe Ga eae eee 1,699,556.42 
First Mortgage Loans................$ 5,144,646.90 31.28% 
Real Estate Poracs tities ute een 0 0% 
Balance Due on Real Estate Sold...... $ 247,020.41 1.50% 
(Being paid for in installments) 
Loans to Policyholders.......... ....9 2,661,714.16 16.19% 
_ a ve $ 634,844.43 3.86% 
Interest Earned .-.............. .§ = 79,517.05 AI%, 
Current Net Premiums and all 
other Items .§ 330,967.05 2.01% 
TOTAL RESOURCES .$16,444,464.66 100.00%, 


OBLIGATIONS 
Present Worth of Outstanding Policies.......... $13,175,413.42 


(Legal Reserve) 


Present Worth of Balance Due Under Claims 
Being Paid in Installments... ... 


Claims 


Notice of claims received but proof not 


yet submitted 


Set aside for any possible 1941 claims 
not reported by December 31, 1941... .$ 


Interest Paid in Advance.....................- 


(Not yet earned) 


Premiums Paid in Advance....... 


(Not yet earned) 


Taxes (for 1941 but payable in 1942)........... S 
Polcyholders’ Dividends (payable during 1942) .$ 


Current Expenses 
TOTAL OBLIGATIONS 


Surplus to Policyholders............. 


Capital Stock 
FREE SURPLUS 


co re ar rrr errr: PE eene 


_.. ,$1,910,000.00 


eiaegeeeaAs $ 487,090.75 


Ss Ma marae: $ 45,294.00 
Nabe 20,294.00 
25,000.00 

$ 68,525.39 

Guach ears sea $ 174,692.70 

47,260.05 

28,989.60 

waa ron wee $ 7,198.75 

errr $14,034,464.66 


......... 2,410,000.00 
..$ 500,000.00 


_.$16,444,464.66 





XUM 


For each $100 of obligations, the West- 
ern Life has $117.17 in resources. 

Under the law of Montana the present 
worth of all policies of Montana insur- 
ance companies must be kept on deposit 
with the State Insurance Commissioner. 
The Western Life's deposit with him is 
substantially in excess of what the law 
requires. 

Market value of the total bonds owned 
exceeds the value at which they are 
carried in this statement. The poorer 








quality railroad bonds are carried at 
market value. No bonds in this state- 
ment are in default either as to prin- 
cipal or inerest. 

All stocks owned are of excellent qual- 
ity, and represent 10.34 percent of the 
total resources. They are widely diver- 
sified among key industries of the coun- 
try. Dividends received in 1941 on 
stocks owned averaged 5.40 percent of 
the value at which they are carried. 

Rates of interest earned on total re- 


Insurance in Force, $56,682,964 


sources of the Western Life for the past 
five years were: 

1937 5.21 percent 
5.07 percent 


1939 5.03 percent 
1940 4.87 percent 
1941 4.80 percent 


Interest earned to December 31, 1941, 
on all mortgage loans where there is 
interest due and unpaid for a period 
exceeding 60 days is not included in 
the statement of resources. 


Surplus to Policyholders, $2,410,000 


R. B. Richardson, President 


All foreclosed property owned and not 
sold under contract is excluded from this 
statement. Because it is an asset not 
readily available in liquid form to pro- 
tect policyholders, the Western Life 
Home Office building is included at a 
valuation of only one dollar. 

Since it was founded in 1910, the 
Western Life has paid in policy benefits 
or holds in trust for oollevhalions and 
en a grand total of $33,186,- 
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State Farm Parley Sets New High Mark 


(CONTINUED FROM PAGE 2) 





speakers. Then at 9:30 was given the 
15-act show featuring the best talent 
available from Chicago theaters and 
night spots. 

The headline speakers at the banquet 
were Insurance Director Jones of Illi- 
nois and Alfred M. Best, president of 
the A. M. Best Company. G. J. Mecherle, 
chairman of the companies and _ their 
founder, presided and he was in fine 
fettle. He has a resounding and com- 
manding voice; his speech is packed 
with farm allusions which his audience 
relishes; he is now self deprecating, now 
playfully boastful; now praising the 
speaker and now ribbing him. He made 
Mr. Best the victim of a long anecdote 
and the audience was highly entertained 
at Mr. Best’s discomfiture. Mr. Mecherle 
is known to everyone as “the chief” and 
there is genuine affection for him in 
home office and field. 

R. T. Smith of Chicago, vice-president 
of A. M. Best Company, spoke briefly. 
Mr. Jones, in his talk, said that Mr. 
Mecherle’s courage was proved by the 
fact that he started State Farm Mutual 
\utomobile 20 years ago when business 
was at a low ebb and just after a large 
reciprocal domiciled in Bloomington had 
failed. Now, he said, State Farm Mu- 
tual is the largest “single line mutual 
company in the world.” Mr. Jones urged 
insurance people to maintain at home a 
representative form of government in 
order to keep faith with the young men 
in military service. 


Many Colorful Features 


At the opening of the convention, 
there were unfolded elements even 
more colorful than in the past. ‘There 
was featured a Highlanders’ band of 
home office employes, with bagpipes 
and drums. It consisted of eight play- 
ers and six dancers. There was a drum 
majorette who has a long list of tro- 
phies. The head bagpiper was Read 
Hanback of the statistical department 
of the life company. His wife had 
made all of the bagpipe costumes in- 
cluding Glengarry bonnets, kilts, 
shoulder plaid, sporran. It turns out 
that Morris Fuller, vice-president of the 
life company, last year brought back 
from Canada a bagpipe which he pre- 
sented to Mr. Hanbeck and the latter 
learned how to manipulate it and in- 
structed the others. The audience pre- 
sented an extremely colorful appear- 
ance. There were a large number of 
production clubs of one kind and an- 
other, and those that qualified for these 
organizations were clad in distinctive 
garb. For instance, the high toppers 
had top hats. Others were clad in sun 
visors and shields. Those from vari- 
ous states had special costumes. 

Some of the delegates had cowbells, 
others had whistles, the Wyoming dele- 
gation carried cap guns which they set 
off frequently by way of applause. A 
large number of photographers were 
taking flashlight pictures. A contin- 
gent of marines raised the flag and took 
it down to the accompaniment of sal- 
utes on a miniature cannon. Most of 
the morning session was occupied with 
the presentation of prizes to the various 
top producers and as each winner was 
announced there would be a peal of 
bugles. Vernon Shurr of Indiana was 
the top man of the year, as he turned 
in 2,491 applications for all types of in- 
surance. Morris G. Fuller, vice-presi- 
dent of State Farm Life, was master of 
ceremonies. 


N. Eric Bell Presides 


At the afternoon session, N. Eric 
Bell, Illinois state director, was the pre- 
siding officer. R. P. Mecherle, presi- 
dent of State Farm Mutual, gave a talk 
in which he said the company had de- 
cided to continue to hold agency con- 
ventions despite the fact that a sugges- 
tion had been made that these gather- 
ings be called off for the duration. He 


said the management felt that conven- 
tions serve a very valuable purpose. He 
recalled that insurance had made great 
strides after the last war and he pre- 
dicted that there will be a similar 
erowth after this war. At the end of 
1941, he said there were 840,000 policy- 
holders in the automobile company. 
There were 1,786 employes in the or- 
ganization and 6,993 licensed agents. 
He said that the turnover in agents 1s 
distressing. Last year 2,088 agents re- 
tired. He said that most of these 
agents that are permanent have a bal- 
anced production of all types of insur- 


ance. ’ 
Mr. Fuller gave a talk in behalf of 
the life company in which he said that 
it has $116 assets for every $100 of lia- 
bility. He said the business is of high 
quality. In 1941, the lapses were $1,- 
000,000 less than in the previous year. 
He said that 356 agents write 72 per- 
cent of the business and 1,008 agents 
write 28 percent. There were 1,006 
agents who wrote no business and they 
were a loss to the company because of 
the license fees that were paid. 
F 


. B. Coleman, vice-president in 
charge of claims, gave a message. 
G. E. Mecherle, secretary of State 


Farm Mutual, introduced Maurice H. 
Needham of the advertising agency 


handling the State Farm account. He 
spoke of the necessity of maintaining 
advertising during the war. He an- 
nounced that State Farm’s advertising 
will now appear in “Life” magazine. 
State Farm also uses “Collier’s,” “Sat- 
urday Evening Post,” and “Country 
Gentleman.” 

The Tuesday morning meeting was 
occupied entirely with messages from 
producing forces. John A. Gronner, state 
director of Kansas, presided. Speakers 
included George B. Kennard, state di- 
rector of Washington; H. E. Baumber- 
ger, state director of Virginia; W. G. 
Lumm, local agent in Oregon, who 
emphasized the importance of selling the 
interview rather than the policy. He 
said that 90 percent of his sales are 
consummated in the evening at the pros- 
pect’s home. During the day time he 
engages almost entirely in prospecting. 

S. T. Jarrett of Colorado told about 
selling life insurance to the farmers. 
He said that insurance men must in- 
stinctively like people, know farm prob- 
lems and be able to talk the farmer’s 
language. He must be content with 
many small policies. 

E. C. Hedlund, of Minnesota said that 
the greatest impediment to success in 


nals 


North American Reassurance Co. 


99 John Street 


insurance. selling is fear, particularly fear 
of the prospect. There is need on the 
part of the agent of a knowledge of in- 
surance and a realization of the im- 
portance of his service. 

At the final session Tuesday afternoon, 
Frank Stonner, state director of Missouri 
presided. 

James E. Rutherford, general agent of 
Penn Mutual Life at Seattle and a trus- 
tee of the National Association of Life 
Underwriters, made a great hit in his 
talk, “The Steps in a Sale.” Mr. Ruth- 
erford gave much the same talk that he 
gave last fall at the N.A.L.U. meeting 
in Cincinnati. A. W. Tompkins, agency 


vice-president gave a talk on “Strategy 


in 1942” and G. J. Mecherle gave a 


closing message. 





Bonds Instead of Convention 

Southwestern Life will not hold its 
annual agency convention this year but 
war bonds and stamps equal to the 
full estimated cost of the convention, 
will be distributed among qualifiers. 

Each qualified agent will receive 
bonds and stamps equal to 50 cents per 
$1,000 on all business produced by him 
in 1941, 
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State Mutual showed a gain in 
Paid-For Business... 


Ever since February 1940, except for one lone 
month, State Mutual’s paid business has 
been ahead of the corresponding month of 
the previous year ... a steady, consistent, 
long-term gain achieved by the capable field 
force of State Mutual. 













State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


Americas 5th Oldest Lie Insurance Company 


We salute them. 











~ 
- 
waned 


— 
oi 

MS, 
oe 





Lawrence M. Cathles, res. 





New York | 





— 





XUM 

















February 27, 1942 


LIFE INSURANCE EDITION 








War Clause Is Discussed by Fraternalists 


(CONTINUED FROM PAGE 1) 





board in March would consider a clause. 
She gave something of the Pacific 
Coast’s preparedness activities, noting 
her society’s head office building has 
been prepared as an air raid shelter. 
Women in Oregon are being mobilized 
and will register and be classified for 
auxiliary services. 

Vincent Cainkar, president Slovene 
National Benefit, said his society had no 
war clause but proposes to have one 
which would return premium or reserve, 
whichever is greater, upon war deaths 
and after termination of war would re- 
pay whatever was possible from the 
surplus. 


Wage and Hour Issue 


A discussion of the wage and hour 
law as applied to fraternals was led by 
F. B. Mallett, field director of Pro- 
tected Home Circle. Mr. Marks noted 
Montana holds fraternal societies sub- 
ject to the unemployment compensation 
tax on field men and women and a 
meeting may be held in Helena this 
week. The state interprets fieldmen to 
be all working in the field, whether sal- 
aried or commissioned. 

Mrs. Grace McCurdy, head of Royal 
Neighbors, conducted a session on the 
effects of war on fraternal societies. She 
concluded experience in the first world 
war would not be worth much in chart- 
ing the future and the societies must do 
everything possible to minimize the ef- 
fects and absorb blows. Lodge activities 
may break down. There have been pro- 
posals to dispense with lodge meetings 
and use the expenses for patriotic pur- 
poss. She strongly advised against this 
as societies after the war would have 
much more work to do in getting back 
to sound membership position. Lodges 
should be units of service in the national 
defense even at the expense of dispen- 
sing with some ritualistic work. 


Discuss Economic Problems 


Mr. Hadley said the most serious 
question will be the ability of U. S. re- 
sources to absorb huge government 
debt. H. L. Ekern, president Lutheran 
Brotherhood, noted there is fear munic- 
ipal and ‘state issues will be taxed. So- 
cieties invest heavily in such issues, 
which he regards as very sound. He did 
not believe they would drop in value 
and if tax exemptions continue they will 
be very desirable. It was gratifying to 
note how ordinary farm mortgages have 
come back in favor, he said, and become 
ultra-respectable. Single family, owner- 
occupied homes in large cities with good 
industrial diversification are fine invest- 
ments. 

There was a stimulating breakfast ses- 
sion of the committee on National Fra- 
ternal Life Insurance Week attended by 
manv society leaders and presided over 
by C. D. DeBarry. general sales director 
Catholic Order of Foresters; committee 
chairman. It was decided to make this 
a true fraternal celebration and keep out 
any reference to individual societies or 
any undue emphasis on sales. Mr. De- 
Barry exolained a snecial effort will be 
made in Pennsylvania, Illinois, Wiscon- 
sin, Texas and Oregon, all the states, of 
course, conducting an observance as 
well, 


Enthusiastic Acceptance 


The plans were received enthusias- 
tically by all in attendance and the Fra- 
ternal Week promotional material, in- 
cluding a poster, “Seven Billion” lapel 
pins in patriotic colors, and work plans 
were seen as promising a record ob- 
servance. Mr. DeBarry said the job is 
to sell the fraternal system to the pub- 
lic, a job not yet completed; to let the 
public know what the fraternals are and 
what they do. It was decided to select 
five states where it is known the state 
congresses will give the best coopera- 
tion, thus not spreading the activities 
too thin, he said. Tohn P. Stock, Illinois 
state manager of Maccabees: Mr. Had- 
ley, Mrs. Hulda Donohoe, Illinois man- 
ager Woodmen Circle; N. J. Williams, 


president Equitable Reserve, and many 
others spoke. 

The law association elected J. W. 
Randall, Dallas, general attorney Prae- 
torians, as president, succeeding W. C. 
Ewan, Kewanee, IIll., director of Fidel- 
ity Life, who becomes past president. 
The other new officers are: Vice-presi- 
dent, A. W. Joslyn, Detroit attorney; 
secretary, R. F. Allen, general counsel 
Standard Life of Topeka; treasurer, 
Lendon A. Knight, Rock Island, IIl., 
general attorney Royal Neighbors. 

The law association discussed war 
clauses and the uniform presumption of 
death bill sponsored by the American 
Bar Association which would remove 
the seven year presumption of death, 
making it possible to presume death 
immediately after disappearance. The 
societies are opposed to this. 

Among those making talks were N. E. 
Hood, vice-president Citizens State 
Bank, Wausau, Wis., on bond purchases; 
R. H. Matthias, Chicago attorney, upon 
whether a beneficiary may obtain vested 
interest in a life insurance contract; O. 
C. Rentner, vice-president and counsel 
Aid Association for Lutherans, on com- 
munity property law as it affects life 
insurance, and K. E. Midgley, Kansas 
City attorney, on actuarial evidence. Mr. 
Midgley pointed out a case in courts 
frequently can be won by a showing by 
simple mathematical process that the 
benefit claimed was not calculated in the 
premium rate and no charge was made 
for it. 


Answers Surplus 
Business Questions 





(CONTINUED FROM PAGE 1) 


as far as possible. However, since many 
of the subjects are of an overlapping na- 
ture, the book is not divided into spe- 
cific chapters. It uses, rather, what may 
be called the “finder” system—you 
phrase your question, look to the index 
which in turn refers you to the proper 
page or pages for the answer. 


Meets Demand for Information 


“Who Writes What?” has been devel- 
oped after the careful editing of the 
many thousands of questions that are put 
to THE NATIONAL UNDERWRITER’S Statisti- 
cal division each year. Furthermore, it 
incorporates the recommendations of a 
large group of successful field and com- 
pany men who very kindly cooperated in 
a special survey on the subject. 

Advance orders for “Who Writes 
What?”, which greatly exceeded all ex- 
pectations, have now been shipped. A 
limited number of extra copies are still 
available. The price singly is $2.50, with 
lower prices for quantities. Orders 
should be addressed to THE NATIONAL 
UNDERWRITER, 420 East Fourth street, 
Cincinnati, O. 


Inflation Problem Summed 
Up by Leon Henderson 


The inflation problem was aptly 
summed up by Leon Henderson, U. S. 
Price Administrator, in a talk before the 
Chicago Better Business Bureau. There 
will be $9,000,000,000 less consumer 
goods, including automobiles, refriger- 
ators, etc., available to buyers in 1942 
while national income will increase $6,- 
000,000,000, leaving $15,000,000,000 in 
surplus funds. Although many efforts 
are being made to absorb this surplus, 
the vastness of the sum presents a diffi- 
cult problem in price control. Mr. Hen- 
derson predicted that Congress will be 
slow in enacting tax measures to help 
take care of the problem and that labor, 
farm and manufacturing groups, still re- 
membering the lean years, are loath to 
relinquish their claims to a share of the 
$15,000,000,000. 
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37%, of our full-time agents earned 
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More on the Word “Reserve” 


In an editorial last week we commented 
upon the fact that there is an unfortu- 
nate lack of understanding on the part 
of the public of the true nature of that 
most important of all items on the lia- 
bility side of a life insurance company 
statement, and we 
spoke favorably on the way that West- 
ern Life of Helena, Mont., had char- 
acterized this item in its statement, 
“Present worth of outstanding policies.” 

Within the next day or two there 
came to our attention observations 
made by President T. I. Parkinson in 
releasing the annual figures of Equit- 
able Society. In commenting upon the 
increase in assets of Equitable Society 
of $176,000,000 last year, Mr. Parkin- 
son pointed out that at the same time 
policy reserves increased $156,300,000. 

“There is considerable lack of under- 
standing outside the life insurance busi- 
ness as to the reasons underlying in- 
he declared. “It 
is important to realize that there is a 
very direct connection between such in- 
creases and the yearly increases in our 
policy reserve liabilities. These liabili- 
ties represent the amount which must 
be set aside from year to year to supple- 
ment future premiums to be received, if 
we are to meet our future death claims, 
annuity payments and other obligations. 
The increase in this reserve is also re- 
flected in the increase in demands 
which can be made currently upon us 
for policy loans and surrender values. 

“The policyholder knows that his pol- 
icy entitles him to a larger loan value 
or a larger surrender value in each suc- 
ceeding policy year. Out of his annual 
premium and our accumulations, we 
set aside as ‘policy reserves’ the funds 
with which to pay this increased value 
if called upon by him to do so. Our 
policy reserves and likewise the assets 


policy reserves, 


creases in our assets,” 


behind them must increase annualiy so 
long as our policy obligations increase 
from year to year. 

“One of the greatest mistakes in our 


business ever made was to call these 
annual additions to our liabilities ‘re- 
serves. They are not funds held for 


possible liabilities; they are funds which 
are absolutely necessary if we are to 
meet the increasing ‘fixed’ charges aris- 
ing out of our contracts with our pol- 
icyholders.”’ 

The lack of understanding of policy 
reserves can have very evil conse- 
quences. We recall that at the open- 
ing of the hearings on life insurance of 
the TNEC, a highly placed official 
made some observations which indi- 
cated that he had the notion that policy 
reserves were more or less arbitrary en- 
tries and were put up just in case 
things might not go so well some day. 
The word “reserves” does have a va- 
riety of connotations and most people 
merely think of “reserves” as some- 
thing put by for a rainy day. “Seman- 
tics” is a word that has come into great 
prominence in recent years and has 
been particularly emphasized by some 
of the New Deal agencies. It means, 
as we understand it, the use of words 
to convey certain overtones and impli- 
cations that the user desires to get 
across. It would be a great service to 
the industry to have some good applied 
“semantics” and get a short phrase that 
could be commonly used in place of the 
term “policy reserves.” It should not be 
necessary continually parenthetically to 
point out at great length the true na- 
ture of this item. We still think that 
“present worth of outstanding policies” 
is good but the possibility of produc- 
ing something even better should be a 
challenge to leaders in the life insurance 
business. 


Self-Discipline Is Desired 


ILLINGIs has a most wholesome state 
insurance director in Paul F. Jones. He 
has been on the job for over a year now 
and already he has given the insurance 
fraternity some advice worth while be- 
cause it comes from one who is in a su- 
pervisory capacity and. has no competi- 
tive angles to dodge. In an address be- 
fore the Illinois Insurance Federation he 
called attention to the destructive results 
of different insurance classes or groups 
allowing antagonisms to develop until 
they become dangerous factors. Then 
there are weaknesses that reveal them- 


selves in the day by day operation of in- 
surance. 

Director Jones made the sage obserya- 
tion that the insurance business itself 
should correct abuses, strengthen its 
ramparts and eliminate dangerous ten- 
dencies and not allow the business to be 
regulated by the state department or by 
legislation. Insurance people are much 
more capable of doing this work than 
the supervisor or legislator. In these is- 
sues and clashes that arise each side 
takes a stubborn stand and refuses to 
vield. It is the give and take philosophy 


that should prevail in business. An in- 
surance group can become too opinion- 
ated, 

Ofttimes insurance men most capable, 
having a broad knowledge of their busi- 
ness, realizing its technical side, lack tol- 
eration because the public does not un- 
derstand. The insurance people may be 
correct and wholly right in the position 
take. Yet they become too self 
complacent and seem to think that the 
premium payer should recognize the line 
of procedure as well as the technician. 
Regulatory laws and legislation will be 
greatly minimized by insurance doing 
more self discipline and self regulation. 

Mr, Jones called attention to the 
trend toward national socialism and he 
opined that this could be stayed if vari- 
ous lines of business would correct their 
own abuses, clean out their own stables 
and present a wholesome and clean ap- 
Free enterprise will be main- 


they 


pearance. 


Dean of Corps Steps 


Tue dean of the company advertising 
guild is retiring. A, A. Fisk of the Pru- 
dential, who has served not only his 
company but the business as a whole 
with unusual distinction, intelligence and 
understanding, lays aside his official 
mantle. He has put into his special line 
of work a human insight to its possibili- 


tained through a self regulatory system. 

A few years ago when George S. Van 
Schaick, now vice-president New York 
Life, was insurance superintendent of 
New York, he gave a talk before the cas- 
ualty convention at White Sulphur 
Springs, W. Va. In that he said that in- 
surance almost compelled the state in- 
surance department to become bureau- 
cratic. He declared that when compa- 
nies and agents go to the insurance de- 
partment and endeavor to have it regu- 
late somebody else, naturally the people 
connected with it grasp for more power 
because they are being urged on by these 
demands. Whenever the people go to 
the legislature or state department and 
seek to have their business regulated, he 
declared it simply encourages bureau- 
cracy. There is a great lesson to be 
learned from these friendly insurance 
commissioners. Now is an_ excellent 
time for insurance to march unitedly. 


Down 


ties. He has cared little for the tech- 
nicalities or frills of advertising but has 
realized its potentialities, he has had 
a vision but has directed his steps along 
practical lines. To those who have come 
in contact with him he radiates good will 
and an amiable nature. He has been of 
special help to younger men. 








PERSONAL SIDE OF THE BUSINESS 





Fred L. Fisher, advertising manager 
of Lincoln National Life, incorrectly 
was stated to have been reelected a di- 
rector of the Toledo Better Business 
Bureau. It is the Fort Wayne, Ind., 
bureau with which Mr. Fisher is con- 
nected and not the Toledo organization. 


Robert H. Cherry, San Antonio, Tex., 
general agent Bankers Life of Iowa, 
announces the engagement of his 
daughter Louise to Dr. Manning Brady 
Shannon, Jr., Dallas, now on foreign 
service. 

L. C. Bradley, Jr., lieutenant U. S. 
army air corps, was married to Miss 
Marion S. Rust. Lieutenant Bradley 
is the son of L. C. Bradley, Sr., for- 
merly vice-president and agency man- 
ager of Fidelity Union Life, and now 
San Antonio branch manager. 

Harold L. Bredberg, vice-president 
National Service & Appraisal company, 
Chicago, has been elected a director. 
Mr. Bredberg has been with the Na- 
tional Service since 1933, for the last 
three years as vice-president. He is past 
treasurer and director of the Chicago 
Accident & Health Association. 

Commissioner Parker of Georgia and 
Mrs. Wilhelmina L. Gelissen were mar- 
ried recently. 

Charles V. Latimer, superintendent of 
the New Orleans district of Life & Cas- 
ualty, was married to Miss Lucy Wau- 
leska Farrar of Nashville. 

A. C. Graham, assistant Minneapolis 
manager of Metropolitan Life, was hon- 


ored at a dinner on his 20th service an- 
niversary. 

Howard S. Wilson, president Bankers 
Life of Nebraska, has been elected vice- 
president of the University of Nebraska 
foundation, organized a few years ago 
to receive and. administer gifts to that 
institution. He also heads a special com- 
mittee to survey student loan policies in 
other universities and to suggest changes 
and improvements in administration. 

The office of Francis V. Keesling, 
president of West Coast Life, was a 
veritable riot of color developed by a 
mass of flowers attached to applications 
submitted by agents in honor of his 
birthday. Applications for $1,000-$2,000 
were decorated with daffodils; $2,100 to 
$5,000 with narcissus; $5,100 to $10,000, 
red roses, and all “apps” over $10,000 
wore orchids. Representing the field or- 
ganization, H. J. Stewart, vice-president, 
presented Mr. Keesling a number of 


congratulatory telegrams. Members of 
the executive board extended best wishes 
personally. 


Dr. Marion A. Bills, assistant secre- 
tary of Aetna Life, spoke at a joint 
meeting of the Pittsburgh chapter of the 
National Office Management Associa- 
tion and the Pittsburgh Personnel Asso- 
ciation, discussing the use of aptitude 
tests to select and place clerical work- 
ers and to guide employers in making 
promotions and transfers of workers. 


Write your company for Accident «& 
Health Week promotional supplies. 








THE 


NATIONAL 


UNDERWRITER 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO. Telephone Wabash 2704 


BUSINESS DEPT.: 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 





John F. Wohlgemuth. President. H. J. Burridge, Vice 
President and Secretary. John Z. Herschede, Treasurer. W. A. Scanlon, 
. C. Roeding, 0. E. Schwartz, Associate Managers. 


DES MOINES OFFICE—3333 Grand Ave.. Tel. PHILADELPHIA OFFICE—1127-123 8. Broad 
17-4677. R. J. Chapman, Resident Manager. Street. Telephone Pennypacker 3706. =. M. 


DETROIT OFFICE — 1015 Fredrikson, Resident Manager. 


M. Cartwright, Editor. Levering Cartwright, Managing Editor. News 


EDITORIAL DEPT.: C. 
Associate Editors: D. Re Schilling, 7 C. O’Connor, Kenneth Force. 


Editors: F. A. Post pam Spencer. 





ATLANTA. GA.. OFFICE—i60 Trust Company 
of Georgia Bldg.. Tel. Walnut 6867. W. M. 
Christensen Resident Manager. 


BOSTON OFFICE—9 


OINCINNATI OFFICE—420 E. Fourth St. 
Tel. Parkway 2140. L. H. Martin, Abner 


Thorp. Jr., and C. C. Crocker, Vice-Presidents. Transportation 


44 Park Square Bldg., 
NEW YORK OFFICE—123 William 8t., Tel. Telephone Hubbard 8696. R. BH. Richman, en ig ae 3994. A. J. Edwards, 
Beekman 3-3958. Editorial Dept.—G. A. Wat- Vice-President. ; SAN FRANCISCO OFFICE—507-8-9 Flatiron 
son and R. B. Mitchell, Associate Editors. DALLAS OFFICE—809 Wilson Bldg., Tel. MINNEAPOLIS OFFICE—500 Northwestern 8 - F 
Business Dept.—N. V. Paul, Vice-Pres.; J. T. Central 7814. Fred B. Humphrey, Resident Bank Bldg. Tel. Geneva 1200. R. W. Land- Bide. Tel. EXbrook 3054. F. W. Bland, Res. 


strom, Resident Manager. Mer.; Miss A. V. Bowyer. Pacific Coast Editor 


In Combination with The Nationa] Underwriter Fire and Casualty, 
Under Act, March 3, 1879. 


W. J. Smyth, Resident Managers. Manager. 


Subscription Price $3.00 a year (Canada $4.00). Single Copies, 15 cents. 
$6.50 a year (Canada $7.50). Entered ae Second-class Matter June 9. 1900. at Post Office at Chicago, IIl.. 


Curtin and 





XUM 








cas- 
yhur 
Pin- 

in- 


February 27, 1942 


LIFE INSURANCE EDITION 


wn 
























































“The Morton Brothers work together to emphasize double insurance protection— 
protection to policyholders and to the U. S. through insurance company investment in 


government bonds!” 
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Norris J. Benoit, 64, former superin- 
tendent of the Lowell, Mass., office of 
Prudential, died at his home in Worces- 
ter, Mass. He had been with the com- 
pany a quarter century. 

Clifford F. Knapp, 54, with the Walter 
T. Shepard agency of Lincoln National 
Life in Los Angeles, dropped dead in 
the corridor of the building where the 
agency is located. Before joining Lin- 
coln National, he was for about 15 years 
with Sun Life of Canada. 

N. R. Haskell, 78, who retired in 1938 
as assistant secretary of New York Life, 
died at his home in West Hempstead, 
L. I. He was born in Monroe, Mich., 
and moved to Brooklyn in childhood. 
There he attended the Brooklyn Poly- 
technic Institute, joining New York 
Life in 1882, as a clerk. In 1903 he was 
appointed superintendent death benefits 
department and in 1914 assistant secre- 
tary. 


Insurance in Federal Areas 
Subject to Cal. Tax 


SAN FRANCISCO. — Commissioner 
Caminetti holds that premiums collected 
in 1941 on insurance transacted in fed- 
eral areas in California are subject to 
the usual premium tax, including in- 
surance on personnel of armed services, 
especially where the insurance was in 
force prior to their entry into armed 
service, 


Staggering Work Hours 
NASHVILLE, TENN.—Inadequate 
transportation due to reduced use of 
private cars is compelling a “stagger- 
ing’ of work hours in insurance offices 
here. Chief among them are National 
Life & Accident and Life & Casualty. 
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Former Million Dollar 
Round Table Head Dies 








EARL G. MANNING 


Earl G. Manning, 61, general agent in 
Boston of John Hancock Mutual Life, 
co-founder of the Million Dollar Round 
Table and a life member of that organiza- 
tion, author and lecturer on life insurance 
topics, died in Boston following two 
months illness. Mr. Manning was born 
in Worcester in 1881. He was an agent 
of Provident Mutual Life in Boston 
1911-1923, when he secured an indepen- 
dent general agency of John Hancock. 
Aiding in founding the Million Dollar 
Round Table, he was its chairman in 
1929-30. He was vice-president of the 
3oston Life Underwriters Association in 
1931 and vice-president of the National 
association in 1920-21. He was the au- 
thor of “Home Profit Budget,” pub- 
lished in 1915, and was a well known 
commentator and lecturer on home eco- 
nomics and social security. He special- 
ized on business insurance and was re- 
garded as an authority on estate and 
tax matters. 





U. C. WROTE A LETTER 10 
25,000 MEN OF MEANS... 















@ Here is the amazing story of a recent 
Union Central circularization. 


Early last fall it became apparent that the 
Federal Estate Tax Law would be changed. 
Union Central closely followed the progress 
of the bill through the Senate and House Committees, and 
as the changes in the law were verified, the copy in Union 
Central's Tax Booklet was corrected. The day the Presi- 
dent signed the new law, Union Central's revised Tax Book- 
let went to press! 


U. C. then offered this booklet in a special mailing to 
25,000 executives selected on a country-wide basis. 


6,000 replies are already in! And this astonishing 25%, 
return represents six thousand excellent leads for Union 
Central agents ... leads which are being followed up, cap- 
italized upon right now! 


Here is a remarkable example of home office efficiency, 
of timely enterprise and of agency force co-operation. It 
shows again why U. C. is known as an "agents’ company." 


The UNION CENTRAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
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NEWS OF THE COMPANIES 


SALES MEETS 





Emerson Seeks to Get Back 
in United Services Life 


WASHINGTON—Merritt B. Curtis, 
the new president of United Services 
Life, is a regular commissioned officer 
in the Marine Corps and is serving as 
president of the company until such 
time as a qualified life insurance execu- 
tive may be elected by the directors. 

There will be a stockholders’ meet- 
ing March 3, and S. H. Emerson, for- 
mer president, is attempting to get a 
sufficient number of proxies to vote 
himself back in the company. Mr. 
Emerson is still a director. 





Asks Mutual Savings O. K. 


LITTLE ROCK — Superintendent 
Scheufler of Missouri has petitioned in 
circuit court here for an order to ap- 
prove the contract with Mutual Savings 
Life for reinsurance of Central States 
Life, which in 1931 reinsured business 
of the former Home Life of Arkansas. 
He also asked that dissenting policy- 
holders file actions in the circuit court 
in St. Louis, which approved the new 
contract. 

Also pending here is a petition by a 
group of policyholders seeking approval 
of the Mutual Savings Life contract and 
an order to direct M. J. Harrison, Ar- 
kansas ancillary receiver, to deliver as- 
sets of Central States Life to Mutual 
Savings Life. 

Dissenting groups in Arkansas have 
opposed acceptance and numerous court 
actions have been instituted. The court 
rejected a plan advanced by a group 
headed by U. A. Gentry, former com- 
missioner, for formation of a new com- 
pany. 





Pyramid, K. C., Elects Officers 
KANSAS CITY—C. M. Howell, Jr., 
recently elected president of Pyramid 
Life to succeed his father, the late C. 
M. Howell, has been elected a director. 
Mrs. C. M. Howell was elected treas- 
urer, and Floyd E. Jacobs, Kansas City 
attorney, vice-president and a director. 
Other directors elected are Thomas H. 
Mastin, John N. McLucas and William 
H. McCrum. Mrs. Katherine W. Hal- 
terman was reelected secretary. 





Will Add to Home Office 


A building committee has been named 
by Lutheran Mutual Life of Waverly, 
la., to complete plans for a $100,000 ad- 
dition to the home office. Work is ex- 
pected to begin early in the summer. 
The new addition will double the work- 
ing space in the home office. 





D. A. Little on Southwestern Board 


D. A. Little of Dallas, president of 
the Magnolia Petroleum Company, has 
been elected a director of Southwestern 
Life to fill the vacancy created by the 
death of the late E. R. Brown, chairman 
of Magnolia Petroleum. 


Cal.-Western States Dividend 


Directors of California - Western 
States Life declared a dividend of 50 
cents a share, payable March 16 to 
stockholders of record on March 2. 








Occupies New Home Office 


Central Assurance has moved from the 
Hartman Theater building, Columbus, 
QO., into its new home office building at 
741 East Broad street. It writes life, 
health and group insurance. 





Manufacturers Life of Canada has re- 
vised its insurance in force figure as 
published in the Feb. 20 issue, to $606,- 
104,139, a $24,015,055 increase. 





Over 100 Pacific Mutual Life home 
office people are taking the prescribed 
Red Cross course in first aid and home 
nursing. 





Makeup of Special 
Contingency Reserve Told 


Northwestern National Life in its new 
annual statement shows a special con- 
tingency reserve of $1,899,693. President 
O. J. Arnold explains that of this 
amount $718,193 represents the differ- 
ence between the 3 percent and 3% per- 
cent reserve on business issued since 
Jan. 1, 1935. As a result, all such busi- 
ness is now for all practical purposes on 
a 3 percent basis. For many years 
Northwestern National had issued a part 
of its business on a 3 percent reserve 
basis, so that 64 percent of the total 
insurance in force is now on a 3 percent 
basis. Also included under special con- 
tingency reserves are additional reserves 
for annuities and supplementary con- 
tracts. asset fluctuation reserves, reserves 
for dividends to policyholders not yet 
declared, including extra 20th year ma- 
turity dividends and reserves for mor- 
tality fluctuation and disability fluctua- 
tion. 

In addition Northwestern National has 
a general contingency reserve of $650,- 
000, an unallocated surplus fund of 
$2,504,254 and capital of $1,650,000. 


Ky. Central Insures Quadruplets 

Kentucky Central Life & Accident has 
insured the quadruplets of Mr. and Mrs. 
Porter Lashly, Litchfield, Ky. The 
quadruplets celebrated their first birth- 
day last week. 


Woods Agency Previews 
1942 Selling Program 


PITTSBURGH — The Edward A. 
Woods Company, Equitable Society 
agency, held the initial 1942 meeting of 
its sales organization, which was at- 
tended by 250 agents and their wives. 

The agency announced its spring 
plans, which in March will deal ex- 
clusively with new methods of aiding 
present policyholders to rearrange their 
present insurance program to fit more 
closely conditions that exist today. The 
agency is one of the few in the country 
that has a complete policyholders’ serv- 
ice department with salaried men whose 
sole job is to advise and service policy- 
holders. 

Speakers at the meeting were W. J. 
Cummins, superintendent of the agency, 
who outlined its objectives for the early 
part of 1942; Robert L. Feldman, as- 
sistant superintendent, who explained in 
detail the March plans; Vance L. Bush- 
nell, second vice-president of Equitable 
Society, who conducted special sales 
clinics and spoke on how best to use 
modern tools to service the policyhold- 
ers, and Robert U. Redpath, million dol- 


lar producer of New York City, who 
spoke on “Selling Life Insurance To- 
day.” 

Following an old custom of the 


agency, agents brought new signed ap- 
plications to the meeting as a testimony 
of their loyalty and esteem for W. M. 
Duff, manager, who was absent. Those 
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Mutual Benefit fieldmen like THe 


PeLicaN, the Company’s monthly publication to the field. 
Tue Pexican presents currently useful sales information 
and interesting news from the agencies. 

It derives its strength from the leading fieldmen of the 


Company and carries their contributions to every Mutual 


In two successive years, 1940 and 1941, THE Pexican 
has been awarded highest honors by the Life Insurance 
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Life Insurance 


Between.Two Wars 


“A life insurance company/’like the Bankers 
Life is an excellent illustration of the cumu- 
lative power of sustained, organized effort 
and the continuing stability of a financial 
enterprise conducted with reasonable care. 
This Company is over sixty years old, butZwe 
need not go back that far to illustrate the 
point. Back in 1917, during the first World 
War, the Company held for policy owners a 
total wealth of 33 million dollars. During 
that war period and even during the depres- 
sion which finally followed the war, this Com- 
pany continued an unbroken record of build- 
ing security for its policy owners. As already 
stated, such wealth is now over 266 million 
dollars. All of that belongs to the policy’own- 
ers of the Company and represents the ac- 
cumulated savings of many thousands of 
people. You will recall that the membership 
of the Company now exceeds 255,000. 


“This march of steady progress, impres- 
sive in its whole proportions, was achieved! by 
hard work day by day, week by week,¥and 
month by month through the years. Policy 
owners of the Company built up this great 
increase in wealth by their prudent thrift in 
keeping up policies they own. Premium by 
premium they gradually amassed totals 
which, in the aggregate, constitute 
millions of dollars. 


many 


“In addition to their premium payments’ 
there was also a constant inflow of interest 
earnings to add to the total wealth. Penny by 
penny, dime by dime, dollar by dollar, these 
interest payments also represented many 
millions of dollars in the aggregate. During 
those years many millions of dollars were 
paid out as benefits to policy owners and to 
beneficiaries and the millions held by the 
Company in the form of invested reserves 
were applied toward the growth and develop- 
ment of our country. 


“Farm loans, home loans, public utility 
bonds, municipal bonds, Government bonds, 
all represent the use of savings for the build- 
ing of our national wealth and economic 
progress. It is all those private and govern- 
mental enterprises which are now the founda- 
tion upon which we are building our war ef- 
forts. Now we add to this service a direct 
contribution through the continuous pur- 
chase of Government bonds.” 


—Quoted From President Gerard S 
Nollen’s Annual Message to Policy 


Owners. 


Banxers /7f/e Company 
DES/MOINES 
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bringing in applications, signed the large 
permanent scroll of honor which was 
sent to Mr. Duff at the close of the 
meeting. The total volume of business 
turned in was 120 applications for $5,- 
377,000. Total volume of new business 
for the agency in the first two months 
is up substantially over the same period 
last year. 





Stockton in Des Moines 

The Fisher & Fisher agency of Con- 
necticut Mutual Life held a one-day 
session in Des Moines to hear Robert 
\V. Stockton, agency assistant from the 
home office. 


AGENCY CHANGES. 


Blake Now General Agent 
of Lincoln National 


James P. Blake, special agent of the 
William VanSickler agency of State 
Mutual in St. 
Louis for the last 
nine years, has 
been appointed : 
general agent by 
Lincoln National 
Life in Oklahoma 
City. He was with 
John Hancock 
1929 to 1933. 

He has been one 
of the leading pro- 
ducers of the State 
Mutual in St. 
Louis, and _ has 
been active in life 
underwriters aSso- 
ciation work. He has been a director 
of the St. Louis association for six 
years, and also membership and pub- 
licity chairman. 

Mr. Blake succeeds Jack Land, who 
has become public relations director of 
Mid-Continent Life in Oklahoma City. 
Mr. Blake’s offices will be at 1020 Pe- 
troleum building. 














J. P. Blake 





Cooper Has Home Office 
and Field Experience 


Clarence C. Cooper, the new manager 
of the J. D. Grannis agency in Cincin- 
nati of the Penn Mutual, who is in 
charge while Major J. D. Grannis is in 
the service, started in life insurance in 
1934, as an agent in the Rutherford 
agency at Des Moines. He became su- 
pervisor there early in 1939, and in Oc- 
tober, 1939, was assigned to the home 
office as assistant manager of training 
under E. Paul Huttinger, vice-presi- 
dent. The Cincinnati agency will con- 
tinue to be known as the J. D. Grannis 
agency with Mr. Cooper as manager. 





N. Y. Life Parley in Fond du Lac 


FOND DU LAC, WIS.—New York 
Life agents in Fond du Lac and adjoin- 
ing counties attended an agency meet- 
ing here. R. E. Peters, inspector of 
agencies, and C. C. Hurst, agency or- 
ganizer, of Minneapolis, Carl E. Reiss, 
associate agency director, and R. H. L. 
Vogt, cashier Milwaukee agency, spoke. 





Kamp’s Territory Expanded 


D. S. Kamp, supervisor Hays & Brad- 
street general agency, New England 
Mutual Life Los Angeles, with head- 
quarters in Santa Ana, Cal., has been 
given enlarged territory including all of 
Orange county, and Long Beach, with 
the title of coast supervisor. In Long 
Beach he will assist C. W. Hudson, 
associate agent. 





Baird Ledbetter Life Manager 


The Ledbetter Insurance Company of 
Oklahoma City, local agency, has added 
a life department. Rollin Baird is man- 
ager of the new department. He was 
formerly Oklahoma general agent of 


Equitable Life of Iowa, where he was 
succeeded some months ago by John 
Brock. The Ledbetter agency represents 
the Aetna Life group for all lines. 





Moody Named at Marianna 


General American Life has appointed 
Leonard W. Moody general agent at 
Marianna, Ark. He has been with the 
company in Marianna since 1926, and 
has made an excellent record as a per- 
sonal producer. 





Erbland to Los Angeles 


Linton Erbland has been appointed 
agency supervisor of the Fred M. Mc- 
Millan agency of Penn Mutual Life in 
Los Angeles. He has been district man- 
ager at Canton, O., for the Rene P. 
Banks agency in Cleveland. 





Leighton Named Organizer 


New York Life has appointed W. S. 
Leighton agency organizer in Minne- 
apolis. He has been a leading producer 
and is a past president of the Minne- 
apolis Association of Life Underwriters 
and co-chairman of the committee ar- 
ranging for the National association 
meeting in Minneapolis in August. 





Travelers has appointed William M. 
Wise, Jr., Roxbury, Mass., group assist- 
ant in the Boston branch. A graduate 
of Amherst College, Mr. Wise has been 
an automobile salesman in Boston. 





Gravengaard Wins Gold Cup 

PORTLAND, ORE.—A gold cup was 
presented the Oregon agency of Bankers 
Life of Iowa under A. E. Gravengaard, 
general agent, by W. F. Winterble, direc- 
tor of agencies, at a victory dinner. 
Honor salesmen were W. A. Doherty, 
C. L. Holland, R. J. Mears, V. B. Mit- 
chell and M. C. Wright. 


Travelers Club in Dallas Elects 


DALLAS—Charles A. Fair, life man- 
ager of Travelers, was host to the Cen- 
tury Club, composed of Travelers men 
here paying for over $100,000 in any one 
year. The group elected officers: T. E. 
Jones, president; Dan Dacy, vice-presi- 
dent, and J. L. Burke, secretary-treas- 
urer. There are 22 members in the 
organization. 





Award Victory Trophy 


The Victory trophy which the Cleve- 
land agency of the Ohio State Life won 


in the recent campaign in honor of 
President Claris Adams was formally 
awarded at a meeting in Cleveland. 
Carl Adams, manager of the agency, 
was in charge and the presentation was 
made by Frank L. Barnes, vice-presi- 
dent and agency director. 





Black Plans Recruiting Drive 


Walter I. Black, Nebraska general 
agent John Hancock Mutual Life, has 
found it necessary to strengthen his or- 
ganization due to the number of agents 
called to the colors. A special training 
school will be held the first week of 


17 








March in Omaha. Policyholders are be- 
ing asked to suggest desirable prospects. 





Karl G. Gumm, assistant superintend- 
ent of agencies National Life of Ver- 
mont, spoke to the Walter J. Stoessel 
general agency in Los Angeles. 

“Everyone who owns a life insurance 
policy is enrolled automatically in the 
common cause of defending America,” 
Edward C. Anderson, educational di- 
rector Connecticut Mutual Life, told the 
Robert N. Waddell agency at a meet- 
ing in Pittsburgh. 





Write your company for Aeeident & 
Health Week promotional supplies. 
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Interesting Highlights from 
Our 37th Annual Report 


1941 was a splendid year for INDIANAPOLIS LIFE MEN. 


NEW BUSINESS WAS 9% AHEAD OF 1940 


RENEWAL LAPSE RATIO—Lowest in the Company's 
history—3.64%, 


AVERAGE PRODUCTION FOR TOP 100 MEN WAS 11% 
GREATER THAN IN 1940 


THE EFFICIENCY CLUB—A new and most helpful Club— 
aided men in setting proper objectives, checking regu- 
larly their progress, improving their skills, and increasing 


more members than ever in January, 1942.) 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legal Reserve, Mutual Company 
| Organized in 1905 


Agency opportunities available in Indiana, Illinois, 


It was a good year for the 


..$ 5,776.494.00 
120,544,398.00 - 


Reseaute er $ 2,366,623.43 
28,51 1,374.77 


commissions. (This Club had 


lowa, Texas and California. 


A. H. KAHLER 
2nd Vice-President 
Supt. of Agencies 




















MANUFACTURERS 


The Institution of Life Insurance can be proud of 
the fact that the service it provides is truly repre- 
sentative of the democratic way of living. 

In it free men associate themselves voluntarily for 
the purpose of obtaining economic security. Through 
it the ties, ideals and traditions of family life are 
strengthened and protected. 


INSURANCE IN FORCE, 632 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS, 205 MILLION DOLLARS 


LIFE 
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State Mutual to 
Have Young Head 


George A. White 
presidency of State 
Aug. 24 at the age of 46. 


will assume the 
Mutual Life on 
He succeeds 


Chandler Bullock, whose retirement on 
that date comes under rules laid down 
administration, 


during his setting the 





GEORGE A. WHITE 


maximum retirement age at 70. Mr. 
Bullock will observe his 70th birthday 
on Aug. 24. Mr. Bullock will become 
chairman of the board. 

Mr. White has familiarized himself 
with the company’s financial back- 
ground as a member of the finance 
committee since 1938. He has been a 
director since 1933. 


Has Legal, Business Background 


Like Mr. Bullock, Mr. White has a 
combination legal and business back- 
ground. He practiced law in Wor- 
cester until 1933, when he took over 
the Worcester County Trust Co. as 
conservator. He was active in its re- 
organization and became its president 
in 1935. 

During Mr. Bullock’s 15 years as 
president, State Mutual has had a 
strong growth. It now has more than 
$600,000,000 of insurance in force and 
$209,387,953 in assets. 


Four Promotions 
by Cal.-Western 


Four home office promotions for Cali- 
fornia- Western States Life are an- 
nounced. 

Jack O’Neill, agency assistant, has 
been released from home office duties 
previously assigned to him, and_ will 
henceforth spend all of his time in the 
field, cooperating with agents and man- 
agers. 

Gordon Daniels is appointed director 
of field service, and is to be in charge 
of field service and field testing of sales 
material. 

Ted Lacy was named agency secre- 
tary. He will supervise agency depart- 
ment clerical, statistical, and  steno- 
graphic employes. 

Cliff Boggess was appointed editor of 
publications. In this capacity he will 
edit “El Capitan,’ the company maga- 
zine, and handle all advertising and pub- 
licity. 





C. G. Sullivan in Syracuse Post 

Cornelius G. Sullivan has been ap- 
pointed manager of the policyholders 
service department of the Farmers & 
Traders Life of Syracuse. He gradu- 
ated from the business school of the 
University of Pennsylvania in 1938 and 
was in the life insurance business in 
Philadelphia. Since 1939 he has been 
with the Pennsylvania department, first 
as an assistant examiner and more re- 
cently as an examiner. 





Liberty National Promotes Two 


BIRMINGHAM, ALA.—L. F. Blood- 
worth, auditor of the weekly premium 
department of Liberty National Life, 
has been named assistant secretary, and 
Milton A. Menge, assistant actuary and 
manager of the statistical department, 
was named actuary. Frank M. Speak- 
man of Philadelphia will continue as 
consulting actuary of the company. 





Neuschwander Severs Connection 


E. H. Neuschwander has terminated 
his connection with Sunset Life and 
Sunset Casualty of Seattle. He was vice- 
president and actuary of those compa- 
nies. 





W. E. Mackay, assistant treasurer of 
Alliance Life, Chicago, has been elected 
a director. 


Mutual Benefit Names 
City Mortgage Expert 








MILFORD A. VIESER 


Milford A. Vieser, experienced New- 
ark mortgage executive, has been ap- 
pointed manager of city mortgage in- 
vestments of Mutual Benefit Life. For 
15 years he has been an executive of and 
since 1931 vice-president of the Franklin 
Mortgage & Title Guaranty Co., New- 
ark. Mr. Vieser is a graduate of Pace 
Institute and of specialized courses given 
at Rutgers University and at the Ameri- 
can Institute of Real Estate Appraisers. 





Fred L. Gray Co., Named 
by Ohio National Life 


Ohio National Life has appointed the 
Fred L. Gray Company of Minneapolis 
as general agent for Minnesota. The 
company was founded in 1891. It is 
a large general insurance agency for 
fire and casualty companies and has 
about 400 agents in Minnesota. 

Management of the life department 
will be under the direction of Bert S. 
Wray and Virgil E. Rouse, both of 
whom have been associated with Ohio 
National for many years. The Wray 
and Rouse agencies have moved to the 
Gray Company quarters and will hence- 
forth operate as a unit of the company. 

Mr. Wray was for some time super- 
visor of the state of Minnesota for the 
company. 
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SUN LIFE 














. .. A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


INVESTIGATE 
TODAY! 


lentral Life 


INSURANCE COMPANY 


of Illinaols 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER DRIVE, CHICAGO 











Come 


where fields are green 


and waters blue. 
Write insurance in 
the country — April 
to October. 

You may do so well 


you'll stay. 
Think. 


Write. 


Nat lonalye 
Insurance Company, 


Home Office Madison, Wisconsin 
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Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





Policy News 
Treatment Is 
Greatly Expanded 


In an effort to bring to its readers the 
last minute news on policies, rates, divi- 
dends, etc., THE NATIONAL UNDERWRITER 
recently expanded the section devoted to 
such changes. There have been few 
periods in the history of life insurance 
when important changes were so numer- 
ous as they have been in the last few 
months. The low return on investments 
has affected life insurance rates and re- 
serves to a much greater extent than 
did the influenza epidemic during the 
last war. 

The agent who keeps abreast of the 
news is able to foresee the actions that 
will be taken by his own company long 
before any definite plans are announced. 
He is thereby enabled to instruct his 
clients to their best advantage. 

Much of the material shown in this 
policy changes section is being presented 
in the form of pages from the Little 
Gem Life Chart, so that those familiar 
with that book may more quickly deter- 
mine the nature and extent of changes 
that are being made. It is even possible 
to keep the Little Gem somewhat up to 
date by clipping these pages from THE 
NATIONAL UNDERWRITER and _ inserting 
them in the book. 





Union Central War Clause 


Is Liberalized 


CINCINNATI.—Union Central Life 
has announced liberalization of its war 
clause and rules regarding war risks to 
provide full coverage regardless of the 
cause of death as long as the policy- 
holder remains within the United States 
and Canada. The new limits provide that 
the company will accept up to $10,000 on 
single men under age 36, $25,000 on 
single men between 36 and 45 and regu- 
lar limits on single men over 45. Mar- 
ried men under 36 are allowed a maxi- 
mum of $25,000 under the new regula- 
tions and for over age 36 the regular 
limits apply. 

Enlisted men may purchase $3,000 
with complete protection as long as they 
remain within the United States and 
Canada, if they already have the full 
$10,000 of national service life insur- 
ance. Somewhat higher limits are pro- 
vided for certain classes of military offi- 
cers. Civilians receive full protection as 


long as they do not travel or reside out- 
side of the “home areas” including Can- 
ada within two years from the date of 
issue of the policy. 





State Farm Increases Rate 


on Low Cost Form 


State Farm Life has increased the 
premium rates for its low cost policy 
that is written on male lives up to 
age 35. The contract provides $2,000 
death benefit up to age 35; thereafter the 
benefits paid in the event of death de- 
crease $100 each year until age 45 when 
the face amount is $1,000. The face con- 
tinues to decline but at a lower rate, until 
at age 70 when the assured has a $100 
paid up policy. The cost formerly was 
$15 for the first year at any age and 
$10 for each renewal. The premium has 
now been increased to $17.50 for both 
first year and renewals and the commis- 
sion to the agents has been improved. 
State Farm has written about $11,000,- 
000 of this insurance. The increase in 
rate was partially determined upon be- 
cause of the changed condition due to 
the war. 


Security Mutual, Neb., Action 


Security Mutual Life of Nebraska 
has announced a war clause on all new 
policies. Policies are being written on 
a 3 percent basis, but ordinary life spe- 
cial commercial has been retained on a 
314 percent basis. Occupational lists 
also have been revised. The company 
will now give consideration to issuing 
disability income on policies other than 
endowment as has been the practice. 








Guarantee Mutual New Scale 


The dividend scale of Guarantee 
Mutual Life upon which has been de- 
clared a 20 percent extra dividend is 
in connection with the 3% percent re- 
serve policies, which Guarantee Mutual 
has not been issuing since Oct. 1, 1941. 
The regular basis scale is the scale that 
existed in 1938. This scale was 50 per- 
cent of the scale that had been in force 
beginning with 1931. The 20 percent 
extra dividend is for the dividend year 
beginning March 1, 1942 and ending 
Feb. 28, 1943. 

The dividend scale that has been pre- 
pared as an estimate in connection with 
the 3 percent reserve policies did not 
bear any extra dividend payment. Such 
scale for the 3 percent policies takes 
into account current conditions. There 
is naturally only a.. insignificant amount 
of dividends on 3 percent policies, These 





business. 





GENERAL AGENT 
WANTED IN DAYTON. OHIO 


Dayton is one of the most prosperous cities in Ohio. 


A well-known Life Insurance Company, with its Home Office 
in the Midwest, wants a General Agent in Dayton, Ohio. 


To the man who qualifies the Company will offer a General 
Agent’s contract with liberal commissions, financial assistance, 
and Home Office helps that qualify salesmen to produce new 


For information write in confidence to 


Box No. P-20, 

The National Underwriter, 
175 W. Jackson Blvd., 
Chicago, Iil. 








dividends are practically all on single 
premium endowment and insurance poli- 








MANAGERS 


Woman Market Is 
1942 Development 


_ CINCINNATI—The market for life 
insurance among women was discussed 
by E. Paul Huttinger, vice-president 
Penn Mutual, before the Associated 
General Agents & Manager. He said 70 
percent of private wealth is in women’s 
hands, they have about 65 percent of the 
savings accounts and own 40 percent of 
all real estate. There are about 12,- 
000,000 women paying social security 
premiums, 

Mr. Huttinger stressed that sales re- 
sults in 1942 will depend upon how well 
agents are able to adjust themselves to 
today’s conditions. There are two im- 
portant new classes of buyers, defense 





workers and women. The latter prob- 
ably present a better opportunity for 
repeat sales in the long run, he said. 
The Penn Mutual has been putting on a 
promotional campaign to sell women and 
is gathering valuable information along 
this line. 

In selling women, Mr. Huttinger em- 
phasized, it is necessary to realize that 
no matter how old an unmarried woman 
is the sales psychology must include the 
fact that she does deny the possibility 
she will marry. It is necessary, if can- 
vassing pieces are used, to design them 
for women as they discard material pre- 
pared for men. 

Maj. J. D. Grannis, president of the 
General Agents Association and Penn 
Mutual general agent here, was present 
on leave. He introduced C. C. Cooper, 
who will be manager of the agency 
while Mr. Grannis is in the service. Mr. 
Cooper and Thomas Strange, the new 
general agent of Ohio National, have 
joined the association. 





Tells of Insurance in China 


NEWARK—“Excellent opportunities 
throughout the far east for young men 
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COMPLETE LIFE INSURANCE 
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Excellent Line of Juvenile Policies 
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of sales-closing 


IeJour BATTLE of PRODUCTION)” 


SPEED-UP your prospecting and create a constant flow 


interviews with CALEMETER—the thrift 







* * inducing calendar coin bank. It convincingly demonstrates 
{ how easy it is to accumulate substantial premium money 
yp a out of never-missed spare change. Helps over- 
& come objections and postponements—gets clos- 
Vv ing action. Apply this vital selling tool in your 
< Oo sales work. See for yourself how it can make 
&5 L your perpetual “‘battle of production” more 
Cc pleasant and profitable. Tested plans show you 


how. 


GET THIS NEW PORTFOLIO—"MORE BUSINESS" 


It features a new, result-producing di- 
rect mail plan, timely and_ workable 
sales ideas, sales talks and selling plans 
that show you how to turn more pros- 
pects into policyholders and make your 
policyholders become prospects for addi- 
tional insurance. Send today for this 
special sample offer and start reaping 
your full share of today’s increased busi- 
ness opportunities. 

“Sample ESTATER CALEMETER com- 
plete with portfolio, : 
“MORE BUSINESS” Postpaid, 
The portfolio itself, 25c in stamps or 

coin to caver mailing costs. 

HOME OFFICE EXECUTIVES: Your com- 
pany ad can be permanently embossed on each 
CALEMETER, providing long lasting good 
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representing American business firms 
will be one aftermath of this country’s 
victory in the present war,” George E. 
Adams told the Life Cashiers Associa- 
tion of Newark in a talk on his experi- 
ences in the years he spent in China. 
Mr. Adams is now cashier of the home 
office ordinary agency of the Prudential 
in Newark, N. J. He was in charge of 
the American Foreign Insurance Asso- 
ciation branch office in Shanghai, 1936- 
1939. 

“Insurance dealings with the Chinese,” 
Mr. Adams said, “are on a peculiar basis. 
The Chinaman expects a discount, a 
percentage off, a little ‘squeeze’ and then 
a final 10 percent to gain face. To allow 
for these rebates all premiums are 
double. 

“It is necessary to send premium re- 
ceipts countersigned before receiving the 
money. Otherwise the Chinaman would 
believe, you did not trust him. How- 
ever, payments are always made.” 





Witherspoon in Portland 
PORTLAND, ORE.—The Portland 
Life Managers Association’s regular 
February meeting was postponed to 
March 20. A special meeting will be 
held Feb. 28 when John A. Witherspoon, 
president National Association of Life 
Underwriters, will be in Portland. 





Memphis Cashiers Elect 

The Life Agency Cashiers Associa- 
tion of Memphis, Tenn., has elected 
these officers: Hugh Baggett, Columbian 
Mutual Life, president; Barney T. High- 
land, Sun Life of Canada, vice-president; 
Miss Estelle Kizza, Guardian Life, sec- 
retary-treasurer. 


~NEW YORK 


OPTIONAL POLICIES PLACED 

In December and, in fact, before that, 
when it was expected that companies 
would introduce a war clause, agents got 





very busy and rolled up a big lot of 
business. Some aggressive salesmen in 


addition to the policy applied for had an 
optional policy issued and were able to 
place it in many cases. Some agents 
returned to the policyholder a week or 
ten days or two weeks after the first 
policy was delivered with the optional 
policy, thinking that the new holder 
would be more insurance conscious. 
Probably a higher percentage of op- 
tional policies was delivered than any 
month theretofore. A number of agents 
always use age changes as an objective 
to call on policyholders but if there is 
something really new as there was in De- 
cember, it acts as a decided incentive 
in business getting. Sometimes the op- 
tional policy device is overworked but 
under certain conditions it can be used 
with great success. 





ANZEL AGENCY IS FIRST 

The Jules Anzel agency of Conti- 
nental American Life in New York stood 
first in amount of new business written 
in January and second in amount of club 
credits. It placed third among the com- 
pany’s agencies in 1941. J. D. Garfunkel 
of the Anzel agency led ‘the entire field 
force in volume premiums for January. 





MIND OF THE SALESMAN 


Discussing “The Mind of the Sales- 
man” in the fundamentals forum spon- 
sored by the New York City Life 
Underwriters Association, Leon Gilbert 
Simon, Equitable Society, and well 
known author on business insurance, 
said that quite often the $200,000 man 
is a better man than the $1,000,000 pro- 
ducer, but he is not using his abilities. 
The person with a first class will and a 
second class brain will go farther than 
the person with a first class brain and 
a second class will. Three basic fears 
in the mind of the salesman, he said, 
are fear of the unknown, fear of dis- 
agreement, and fear of new situations 
arising beyond his capacity to meet. 

Mr. Simon urged agents to take in- 


Holmes Office Head 








EARL B. McKNIGHT 


Earl B. McKnight, the new manager 
of the Philip B. Holmes agency of Con- 
necticut General Life in New York City, 
was formerly in the banking and in- 
vestment business. He joined Connecti- 
cut General in 1934. He has been acting 
manager since last June when Mr. 
Holmes joined the navy as a lieutenant. 











ventory at the end of each year and 
make a record of their intellectual ad- 
vance. Quoting Vice-president F. L. 
Jones of the Equitable a number of 
years ago, who said “Knowledge is not 
power; knowledge in action is power,” 
Mr. Simon stated that agents should in- 
crease the quality and quantity of their 
mental effort. 


CHICAGO 


FEDERAL TAXATION COURSE 











The DePaul University College of 
Law, Chicago, commencing Feb. 25, is 


giving a series of 10 two-hour lectures 
on federal taxation designed for lawyers, 
trust company employes and life insur- 
ance people. It will be conducted by 
Robert F, Spindell, Chicago attorney and 
co-editor of the Spindell-Millett Service 
for life insurance people. 





CASHIERS’ “CELEBRITY NIGHT” 


Leaders of various Chicago life insur- 
ance organizations will participate in the 
“celebrity night” program of the Life 
Agency Cashiers Division ef the Chicago 
Association of Life Underwriters to be 
held March 3. J. W. Skogstrom, presi- 
dent, will preside. 

Among those scheduled to attend and 


speak briefly are P. B. Hobbs, Equitable 
Society, trustee National Association of 
Lite Underwriters; W. N. Hiller, Penn 
Mutual, president Chicago association; 
J. H. Brennan, Fidelity Mutual, presi- 
dent Life Agency Managers of Chicago; 
A. E. McKeough, Occidental Life, Illi- 
nois State association president, and the 
heads of the Chicago C. L. U. chapter, 
Group Supervisors, Life Agency Super- 
visors, Life Insurance & Trust Council, 
and Women’s Division. 


City Court Sends Fischer 
Case Back to Governor 


DES MOINES.—A municipal court 
decision in the case of Benjamin Wolf 
of Riehmond Heights, Mo., a_ policy- 
holder of American Mutual Life of Des 
Moines, against Commissioner Fischer 
clarified the legal aspects although the 
matter now is expected to go to the 
state supreme court. 

Municipal Judge Powers denied Wolf 
a petition for certiorari, which in effect 
gave the governor jurisdiction. Wolf, 
who filed charges with the state execu- 
tive council and asked for Fischer’s dis- 
missal on grounds he had failed properly 
to supervise American Mutual Life, 
claimed the council had jurisdiction. 

Judge Powers held the governor had 
the power to remove Fischer from office, 
subject to the approval of the execu- 
tive council. The council earlier had 
voted 3 to 2 to sustain an opinion by 
the attorney-general to the same effect. 

Unless the case is appealed, the mat- 
ter will return to Governor Wilson, who 
with the council was hearing testimony 
in the case when Wolf attempted to 
secure the writ of certiorari. 














Life Agents “Traveling 
Salesmen” for Gas Rationing 


TORONTO — For the purpose of 
gasoline rationing in Canada, life insur- 
ance salesmen have been "classed as 
traveling salesmen by the Dominion oil 
controller’s office. This means that they 
will be able to get more gasoline for 
business purposes than they would 
otherwise. In the case of agents operat- 
ing in cities, it must be shown that they 
are traveling outside of the city to make 
sales. If an insurance salesman does 
not have to use his car in order to sell 
insurance outside the city he will not 
be given preference. 

Every individual must submit a state- 
ment on a required application form 
setting out his actual mileage in 1941, 
his estimated mileage for 1942, the use 
to which he would put his car and a 
statement as to how long he has been 
using his car in the past for such pur- 
pose. This statement must be attested 
by an authorized signing officer of the 
company for which the applicant is 
working. 





W. L. Nicholls, actuary Montreal Life 
has also been appointed secretary. 




















ROCKFORD LIFE INSURANCE COMPANY 


Announces | 


Another gain in business in force. 
New and attractive policy forms. 
New plans for agents. 


Attractive territories open in 
Illinois, Indiana, and Iowa. 


FRANCIS L. BROWN, President 


ROCKFORD, ILLINOIS 
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Youth Convention 
Is Approved by 
Illinois Congress 


Approval of a plan to hold a youth 
convention in Illinois this year and a 
move to conduct regional meetings 
throughout the state late this year in 
place of the regular fall meetings, were 
highlights of the fraternal gatherings 
in Chicago. Participating were the 
President Section of the National Frater- 
nal Congress, Fraternal Field Managers 
Association, Fraternal Society Law As- 
sociation and Illinois Fraternal Congress. 
The Illinois activities will be sponsored 
by the latter organization. 

An unusual symposium on youth ac- 
tivities made up the afternoon program 
of the Illinois congress, under direction 
of Fred A. Johnson, Royal League. This 
was participated in by John Troike, 
Polish Roman Catholic Union; C. T. 
Kropik, Czechoslovak Society of Amer- 
ica; Mrs. Janina Migala, Polish National 
Alliance; Joseph Zorc, Grand Carniolian 
Slovenian Catholic Union; Miss Doro- 
thea Nelson, Woman’s Benefit, and Mrs. 
Dorothy Schneller, Royal League. 


Difficult Problem Presented 


From their comments on their soci- 
eties’ junior work it was apparent much 
thought has been given to the serious 
problems of transferring juniors over to 
adult membership. There is a gap which 
is difficult to bridge. The youngsters 
of 16 to 18 often find no interest when 
they are thrown into adult lodges where 
the average age may range from 35 to 
50. Unless there can be an intermedi- 
ate activity calculated to appeal to them, 
it seems inevitable many will not con- 
tinue in the adult lodges. 

The problem is one of fundamental 
importance for leaders agreed young 
people holds the secret to the future of 
fraternalism. The societies must secure 
new blood, Mr. Johnson said. He ex- 
plained the Illinois youth convention will 
be.a field test upon which it is hoped 
later may be based organization of a 
national group of youny fraternalists. 

Miss Nelson said it was inevitable the 
young people would not be interested 
in nor compatible with the older groups. 
Mr. Troike said his society had organ- 
ized small youth clubs and planned a 
youth congress in May. ‘Training con- 
ferences were held to which 160 persons 
interested in youth leadership were at- 
tracted. ‘The society had sponsored 

Soy Scout and Sea Scout troups, a camp 
for girls at Camp Custer, IIl., and an- 
other for boys in Pennsylvania. It 


conducts youth handicraft exhibits in 
the Chicago area, sponsors’ sports 
leagues, folk and social dancing, music 
and also prepared a 900 foot color film 
on youth activities. Uniforms are fur- 
nished for athletic teams. These activi- 
ties are financed by one penny assess- 
ment per member per month. 


Have Many Activities 


Mrs. Migala said her society’s youth 
activities are in four main divisions, chil- 
dren’s circle, youth clubs, choral society 
and athletic clubs. Mr. Kropik noted 
his society had organized 100 groups of 
young people in junior lodges consti- 
tuting one-quarter of the total member- 
ship. He urged not selling life insurance 
to the youngsters, but selling youth 
activities. Mr. Zorce said the span from 
16 to 25 years of age is an important 
period. His lodge has a national athletic 
board and supports lodge and tourna- 
ment bowling on a large scale; also 
many other athletic activities, bands, etc. 

Mrs. Schneller said it is important 
young fraternalists be made to feel they 
have a vital place in the institution, but 
must be kept under guidance of the 
parent organization. ‘They should be 
consulted in preparing youth programs, 
as they have their own ideas. The war 
problem must be faced in youth work, 
she said. This work should not be dis- 
banded merely because of the war. 
Royal League is promoting a show to 
which admission price will be cigarettes, 
candy bars and chewing gum to be sent 
to members who are in the service. An 
essay contest for the same purpose later 
will be conducted. Young women can 
do Red Cross work, knitting, etc. Upon 
motion of Mr. Johnson the proposal to 
hold a youth convention was passed to 
po executive committee to work out de- 
tails. 


Congress Officers Reelected 


Walter C. Below, president Fidelity 
Life, was reelected Illinois congress 
president and the other officers were re- 
elected. These are: Vice-president, J. F. 
Sheen, Security Benefit; secretary, R. H. 
Matthias, Lutheran Brotherhood, Chi- 
cago, and treasurer, C. J. Del Vecchio, 
Royal League. 

N. J. Williams, president Equitable 
Reserve, extended greetings from the 
N.F.C. E. F. Barnes, fraternal super- 
visor Illinois department, said the duty 
of fraternals will be to maintain their 
investment portfolios in a sound, liquid 
condition. Individuals must reduce their 
standard of living and surrender of cer- 
tificates and applications for policy loans 
will be a result. He noted two IIlinois 
societies have reduced their overhead 
yet secured greater efficiency. The frat- 
ernals will have few difficulties if they 
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continue as at present, he said. Mr. 
Barnes explained the department will 
require that fraternals, if they use a war 
clause, have one that is clear, unambigu- 
ous, and which sufficiently assures mem- 
bers as to their benefits. 

Plans for the fall meeting were dis- 
cussed, Mr. Below pointing out the war 
emergency might cause its cancellation. 
Fidelity Life, he said, called off its ju- 
venile convention this year as about 90 
percent usually attend by car. The 
thought was to conserve rubber, trans- 
portation and hotel expense. O. E. Ale- 
shire, president Modern Woodmen, 
suggested the regional meetings as a 
substitute and this idea was approved. 
W. F. Traub, head of Royal League, 
installed the officers. He is past con- 
gress president. 

D. DeBarry told about National 
Fraternal Life Insurance Week Plans. 
It is proposed in Chicago to have cele- 
brations on the south, west and north 
sides, to seek a proclamation from the 
governor and to draw on societies for 
talent. A. G. Smith, deputy in charge of 
the Illinois department’s Chicago branch, 
was a guest. 





Woodmen Circle Gathering 


_.The Illinois jurisdiction of Woodmen 
Circle held an evening meeting in Chi- 
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SINCE its very origin, life insur- 
ance has been steadfastly “of, by 
and for the people.’ It has 
pledged itself to continue this 
democratic course throughout all 
time. 
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NO 
INSURANCE 
ORGANIZATION 


in the United 
States bases its re- 
serves on a higher 
standard, or has 
more dollars of ad- 
mitted assets on 
hand, per dollar of 
liability, as the... 


WOODMEN 
OF THE WORLD 


Life Insurance Society 
Home Offices — Omaha, Nebr. 








WANTED: 
ONE ACE! 


If your sales record rates you an “‘ace per- 
former” in insurance underwriting, you'll 
be interested in the streamlined plan that 
Lutheran Brotherhood offers, including 
these built-for-sales features: 


1. The exclusive benefits of the 
Fraternal Plan of Life insurance. 

2. An outstanding policy structure 
including the Increasing Protec- 
tion feature—a unique L-B bene- 
fit. 

3. An unexcelled system of pros- 
pect-contact that regularly pro- 
vides a high percentage of worth- 
while leads. 

Only one thing more is essential: ace sales 
pilotry by experienced underwriters. If 
you are such a man, and a Lutheran, we 
invite you to inquire into the exceptional 
opportunities afforded by a Lutheran 
Brotherhood contract. You'll find its 
“ceiling” unlimited for income! 

Address your letter, including statement 
of qualifications, age and experience, to 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insnrance for Lutherans 
Herman L. Ekern, President 


MINNEAPOLIS, MINNESOTA 














PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


ia ad eels $ 34,832,388.00 
Protection in Force....... 105,066,561.00 
Total Membership 132,079 


Organized into 2,653 Groves in 44 states 
Benefits paid in 1940 to members and 
beneficiaries ............ $1,768,796.00 


Dora Alexander Talley, National President 
Mamie E. Long, National Secretary 


Home Office, Omaha, Nebraska 


Gross Assets 




















22 


cago during the gathering of fraternal- 


ists there. This wound up a school of 
instruction which has been conducted 
by Woodmen Circle for some time. 


Mrs. Dora Alexander Talley, national 
president, spoke. Attending were Mrs. 
Hulda Donohoe, Springfield, Ill., state 
manager, and W. W. Boutell, Chicago, 
district manager. 


Gleaner Life Makes Gains 
in Assets, in Force Total 
Gleaner Life in its annual statement 


shows assets $8,436,539, contingency re- 
and surplus 





serve $200,000 $240,032. 
Legal reserves total $7,576,276. 
The assets include cash $302,544; 


U.S. government and Canadian bonds 
$1,876,258; other bonds $855,665; real 
estate first mortgages $778,791; real es- 
tate $1,561,359; properties sold on land 
contract $784,847; home office building 
$100,000; policy loans $2,059,259. 
Admitted assets increased $316,029. 
The solvency ratio was 105.5 percent, 
mortality 53.7 percent of expected and 
net interest rate earned 3.8 percent. In- 
surance in force totaled $39,565,433. 





Protected Home Circle 
Makes Dividend Decision 


Protected Home Circle has decided 
to pay about $112,000 in dividends for 
the year March 3, 1942 to March 1, 
1943. This is the same amount that 
was paid for the past year. The basis 
of the distribution of each individual 
refund is changed to give consideration 
to mortality savings, interest earnings, 
and expense fund savings, thus produc- 
ing variations by plan and amount of 
insurance, by age at entry and by the 


number of years each certificate has 
been continued in force. 
Protected Home Circle in its new 


statement shows a large increase in as- 
sets, membership, amount of insurance 
in force and premium income. The 
assets are now $10,794,802. 


Modern Woodmen Now Has 
Over $97,000,000 Assets 


Modern Woodmen’s annual statement 
shows gain of more than $6,381,000 in 
assets to $97,886,526. Certificate re- 
serves gained $5,190,980, totaling $90,- 
610,930. Contingency, special and gen- 
eral fund reserves increased $974,869. 

About 72 percent of assets, or $70,- 
154,061, was invested in U. S. govern- 
ment, state, municipal, public utility, 
railroad and other bonds, whose mar- 
ket values exceed book values by 
$4,928,247. 








Maccabees Reports on 
Operations in 1941] 


assets in 1941 increased 
over 4 percent to $57,876,817.  Insur- 
ance in force totals $222,979,345, in- 
crease $19,019,268. Mortality was 69.8 
percent of expected. Average age of 
members is 37.9 years, average age of 
adults being 48 and of juniors 10, both 
representing decreases. New business 
in 1941 totaled $46,903,435, or $4,140,- 
139 more than in 1940. 

Legal reserve totals $51,156,520, re- 
serve for mortality fluctuations and in- 
vestment contingencies $1,278,287, un- 
assigned funds totaled $2,869,965. Cash 
was $1,001,055 and U. S. government 
and Dominion of Canada bonds $8,715,- 
658. Maccabees paid $6,154,731 benefits 
in 1941, and has paid $268,806,151 since 
organization. Refunds to members last 
year totaled $493,737. 


Maccabees 





Lutheran Brotherhood Has 
Gains in Many Items 


Lutheran Brotherhood’s annual state- 
ment shows assets $13,415,045, solvency 
ratio 111.44 percent, mortality 22.78 per- 
cent of expected and interest earning 
rate 4.01 percent. Insurance in force is 


HieNATIONAL UNDERWRITER 


February 27, 1942 








$82,385,802, composed of $69,868,751 ages 
16 and over and $12,517,051 under age 
16. 

Surplus to policyholders is $1,360,394, 
which includes $45,000 asset fluctuation 
found. Reserves on policies and annui- 
ties is $10,303,283. 

Assets include $344,172 cash; bonds 
$2,162,106; policy loans $1,682,672; real 
estate first mortgages $8,716,267. New 
business in 1941 totaled $10,618,667, in- 
crease $1,535,433. The assets gained 
about $2,000,000 and insurance in force 
rose $7,497,339. Total paid policyholders 
and beneficiaries was $759,286 and since 
organization $6,727,477. Surplus rose 
more than $200,000. Lutheran Brother- 
hood paid dividends aggregating $310,169 
last year. 





N.F.C. Annual Meeting Set 
for Sept. 28-Oct. 1 


The annual meeting of the National 
Fraternal Congress will be held Sept. 
28-Oct. 1 in the Morrison Hotel, Chi- 
cago, it was announced by Foster F. 
Farrell, manager. The Illinois Fraternal 
Congress at its annual meeting there 
last week authorized creation of a host 
committee to prepare for reception and 
entertainment of those attending the 
N.F.C. gathering. 





Utah Congress in Session 

The Utah State Fraternal Congress 
held its annual meeting in Salt Lake 
City. The principal speaker was W. W. 
Gordon, Kansas City, Kans., Woodmen 
of the World. Governor Maw and Com- 
missioner Carlson were on the program. 





Daniel J. Callahan, supreme treasurer 
of Knights of Columbus, died in Wash- 
ington, D. C., last week. He had been 
treasurer since 1909. He was manager 
of the Norfolk & Washington Steam- 
ship Company from 1905 to 1929. Dur- 
ing the first world war he had charge 
of the sale of savings stamps in Wash- 
ington. Mr. Callahan was a knight of 
the Order of St. Gregory. 


Mrs. Edna Taylor of Royal Neighbors 
has been awarded the F.I.C. degree by 
the Fraternal Field Managers Associa- 
tion. 





News of Chicago Fraternal 
Gathering on Page 1 





Talk on Estate Planning 

The Boston Life Insurance & Trust 
Council heard a talk by Edward W. 
Hadley, Boston attorney, on the need 
for proper estate planning. 





Commonwealth Agency School 


Commonwealth Life’s first agency 
training school for 1942 opened on 
February 23 at the home office, with 
34 agents from six states attending. 
This is the sixth course conducted by 
the company since the schools were in- 
augurated last October, and so far 225 
agents have received certificates of 
course completion. 

The course presents the mechanics of 
the policy, prospecting, objections and 
closing, efficient field methods, settle- 
ments and actual sales presentations. 
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IN U. S. WAR SERVICE 


Ted Robinson, Glendale, associated 
with the James H. Cowles agency Prov- 
ident Mutual Life in Los Angeles, is the 
latest member to be called into army 
service. Other members now serving in 
the forces are: Lieut. Lorin Griset, Lieut. 
W. T. Baldwin, John Bleifuss and Har- 
old B. Miniford in the army; James H. 
Cowles, Jr., son of the general agent, 
and Edgar S. Cook are aviation cadets 
and James F. Hays is an ensign in the 
navy. 

W. T. Alderson, group service repre- 
senative of the St. Louis agency of Gen- 
eral American Life, has been inducted 
into the army and is stationed at Fort 
Warren, Wyo. 

Edmund C. Armes, vice-president of 
the Jemison-Seibels agency of Birming- 
ham, and former president of Birming- 
ham Association of Life Underwriters, 
has received appointment as a major in 
the Army Air Corps and is awaiting or- 
ders to go on duty. Having served as 
a member of the Alabama National 
Guard’s 106th Observation Squadron 
for many years, he made application for 
restoration to active duty in December, 
just after the Pearl Harbor attack. 


B. M. A. Managers Awarded 
Trophies on 1941 Records 


KANSAS CITY — Business Men’s 
Assurance has presented trophies to six 
managers for outstanding achievements 
during 1941. There are eight awards, 
but Manager William B. Huie, Phoe- 
nix, Ariz., qualified for three of them, 
for the largest percentage of increase 
in total accident and health premiums, 
largest increase in life insurance in 
force among group B offices. E. M. 
Ward of Oregon showed the largest in- 
crease in accident and health premiums 
in this office classification. 

Among group A branches, A. W. 
Hogue, Texas manager, had the largest 
increase in accident and health pre- 
miums, and Manager R. J. Costigan of 
Missouri had the largest percentage of 
increase in accident and health pre- 
miums. Vice-president J. P. Baldwin 
of California had the largest increase 
in life insurance in force. The largest 
percentage of increase in life insurance 
in force was made by Manager B. A. 
Hedges of Kansas. 











Metropolitan Aids Canadian Loan 


Metropolitan Life’s subscription of 
$20,000,000 was the largest received up 
to the half-way mark of the Canadian 
$600,000,000 victory loan campaign. 
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Carl E. Herfurth 
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Lit Insurance Is Morale 
Builder in War Time 





National morale is greatly bolstered, 
especially in time of war, by the exist- 
ence and contribution of life insurance, 
J. A. Witherspoon, president National 
Association of Life Underwriters, told 
the all-Indiana sales congress held at 
Indianapolis. The nation is the un- 
named beneficiary in the millions of poli- 
cies owned by 66,000,000 Americans. 

“To appreciate ‘the importance of life 
insurance in supporting morale, we need 
only to imagine what would happen if 
instead of $124,000,000,000 of life insur- 
ance protecting American citizens and 
American homes, there were no life in- 
surance. The fact is that $2,550,000,000 
in life insurance benefits were paid in 
1941, largely to persons in need. Ap- 
proximately one-third of this huge sum 
was paid under the emergency of death, 
and two-thirds under other emergencies 
requiring money and income. 


Helps to Bear Burden 


“Obviously, if these life insurance pay- 
ments were not available, a great addi- 
tional burden would fall upon the com- 
munity and the nation. This is always 
important, but it is particularly import- 
ant when the nation is dedicating every 
resource toward winning the war.” 

He said the National association’s 
program of sponsoring active participa- 
tion of its 34,000 members in the de- 
fense bond salary allotment sale plan is 
a program of service for the duration. 
From preliminary indications, the life 
agents will out-distance their notable 
records in selling Liberty bonds in the 
first world war. 

There were four other speakers, G. E. 
Lackey, Detroit general agent Massa- 
chusetts Mutual, vice-president Amer- 
ican Society of C.L.U.; F. L. McFarlane, 


Aetna Life, Cleveland; A. Gordon 
Nairn, Toronto, field supervisor Life 
Underwriters Association of Canada, 


Hanselman, vice-presi- 
of agencies 


and Wendell F. 
dent and superintendent 
Union Central. 

A breakfast was sponsored by the 
Indianapolis Chapter of C. L. U. W. 
L. Appel, president, presided, and FE. 
A. Krueger, treasurer American Society 
of C. L. U. was program chairman. 


Superior Service Is Theme 


R. I. Blakeman, Jr., president Indian- 
apolis Association of Life Underwriters, 
opened the morning session on the 
theme, “The Best Life Insurance Ser- 
vice under Wartime Conditions.” E. L. 
Smith, co-general chairman presided. 

A luncheon meeting was sponsored by 
the Indiana State Association of Life 
Underwriters. H. E. Storer, president 
state association, presided. C. F. Maet- 
schke, co-general chairman, presided in 
the afternoon session. 

Mr. Lackey said the life agents surely 
are in the service for duration. Until 
they are called to military or other 
official service in the war effort their 
war duty is to protect individuals, fam- 
ilies, homes, businesses, and _ estates 
against economic disaster. Life insur- 
ance tends to counterbalance the loss 
from disease and accidents. 


Home Life Must Continue 


“Regardless of what happens in the 
world conflict, lives have to be lived at 
home,” he said. “Our lives are subject 
to the hazards of peace times, and sub- 
ject also to the increased hazards of 
the faster tempo of wartime. Life in- 
surance stabilizes our economic lives 
and gives security. Life insurance and 


its resources owned by millions of 
Americans are helping to win the war. 
Equally important, life insurance is 
building a backlog for the future, when 
the war for freedom and democracy is 
won.” 

Mr. McFarlane, a member of the Mil- 
lion Dollar Round Table, pointed out 
the importance of well planned life in- 
surance programs, particularly in war- 
time conditions. Increased costs and 
reduced income from many types of in- 
vestments have made it necessary to re- 
vise life insurance and estate programs 
that were perhaps adequate under pre- 
war conditions, he said. 

Wars are not won by strength of 
arms alone, Mr. Nairn said, but in the 
final analysis, the outcome is dependent 
upon the moral fibre of a people. The 
will to win is even more important than 
the strength to win. “A sense of se- 
curity is the foundation upon which in- 
dividual and national morale is built. 
Take away security, whether economic 
or spiritual, and morale begins to dis- 
integrate.” Life agents can render the 
country and democracy a vital service 
by continuing to build financial security 
for the people, and preaching optimism. 


War’s Effects in Canada 


He outlined the effect that war has 
had on life insurance in Canada. En- 
listments and war industry expansion 
have been felt. Enlistments include 787 
full time agents of ordinary companies, 
a reduction of 17 percent in the organ- 
ization, and a total of 1,700 life insur- 
ance men. Agency organization prob- 
ably has been depleted about 20 percent. 
However, sales volume has been main- 
tained and even increased by a smaller, 


more compact agency organization. 

Lapses and surrenders of Canadian 
life insurance have declined since the 
start of the war, compared with the first 
world war. 

Mr. Nairn said one reason for the 
increased sales volume in Canada is that 
taxes and increased cost of living have 
resulted in men not having sufficient 
margin to create sound economic se- 
curity for themselves and their families 
other than through life insurance. 


Hanselman Views Inflation 


“Life insurance and life underwriters 
are helping to win two wars—the war 
against the dictator nations and the war 
against the economic problems after the 
war is won,’ Mr. Hanselman com- 
mented. “The service of life insurance 
is being improved constantly to fit ac- 
curately the exact needs of the insuring 
public today. 

“Life insurance is one of the strong- 
est tools against price inflation. It 
creates the family protection even more 
important in wartime than in times of 
peace. It channels excess funds into 
stabilizing investments such as govern- 
ment bonds. This removes these funds 
from the commodity market and tends 
to Prevent price increases. 

“With an estimated income of $120,- 
000,000,000 in 1942, the American peo- 
ple will have money for living expenses, 
for taxes, for defense bonds and for the 
protection of adequate life insurance to 
maintain morale in wartime.” 

New officers of the Indiana state as- 
sociation were announced. These are: 
H. E. Nyhart, president; G. R. Douglass, 
vice- president; V. J. Harrold, *Fort 
Wayne, vice-president; Walter Osmer, 
Terre Haute, secretary and F. P. 
Huston, executive secretary. H. E. 
Storer, retiring president, becomes 
board chairman. 

Directors include William nine, 
South Bend; Noland Simms, Lafayette; 
R. L. Hill, Evansville, and A. G. Martin, 
Muncie. 


Seumues of Prospects: fens 1942 
Listed by Connecticut Mutual 


Good sources of prospects in 1942 
were listed in the current issue of “Con- 
MuTopics” by R. E. Pille, agency as- 
sistant, Connecticut Mutual Life. Said 
Mr. Pille, “Happenings in the world are 
changing’ our market, increasing needs 
and earnings in some groups and de- 
creasing needs and earnings in others; 
and our prospecting problem in 1942 is 
first to determine which groups come in 
the former category.’ 

He then listed as sources of prospects 
in 1942: 

a * * 

Skilled workers. At no time in our 
history has the demand for skilled work- 
ers been as great as it is today; at no 
time have they commanded the earnings 
they are now enjoying. These men have 
always had a great need for life insur- 
ance, but have not had the purchasing 
power required to buy enough of it. To- 
day they have this purchasing power 
and we can capitalize on it. Since these 
men are hard to see during the daytime, 
we shall probably have to do consider- 
able evening work, which forces us to 
find home addresses. How shall we get 
their names and addresses? Perhaps by 
taking license numbers in company park- 
ing lots and identifying through the mo- 
tor vehicles department; by picking up a 
plant directory; through a center already 
known in an organization, especially a 
foreman; by direct inquiry to the per- 
sonnel manager. 

Move-Ins. Move-ins have always been 


a good source of business, but today we 
are witnessing a tremendous shifting of 
the working population. How shall we 
find these men? Perhaps by joining the 
welcome wagon in our town; by a close 
contact with our local utilities; from the 
newsboy, or the milkman, or the laun- 
dryman. 
* * x 
Women. Women have bought about 
10 percent of new insurance in recent 
years in our company. With the labor 
shortage in men, thousands of women 
will take their place in business and in- 
dustry. How shall we find them? Per- 
haps through a connection in the ys We 
C. A. or a business women’s club; 
through our centers already established 
in business organizations; by checking 
organizations to see whether they have 
recalled married women. 
* *x* & 


Home Construction. Home construc- 
tion has enjoyed a tremendous boom, 
and although subject to priority difficul- 
ties, is still hitting a heavy pace, and 
almost universally: on a very heavy mort- 
gage basis. How can we find these men? 
Perhaps through a close contact with lo- 
cal newspapers; through contact with lo- 
cal builders; through contact with a 
builders’ supply house; in the records at 
the county clerk’s office. 

* * cs 


Industrial Construction. Industrial 
construction has already hit tremendous 


peaks and is headed for greater heights 
through the impetus given to owners of 
smaller businesses to expand to cover 
war products. Most of this construction 
will be done on borrowed money, and 
again a mortgage exists to be covered. 
How can we find these men? Perhaps 
through a contact with the local cham- 
ber of commerce; from building permits; 
from our local newspapers. 
* * x 


Key men. In all lines of industry key 
men are at a premium; at no time in the 
past has such responsibility rested on 
their shoulders, nor have the pressure 
and strain on them been so great. How 
can we find these men? Perhaps by 
watching our local papers; through a 
connection at the chamber of commerce, 
or a sales executives club or from our 
general knowledge of business in our 
own locality. 

* x x 

Taxes. Taxes are with us and will be 
with us on an ever increasing scale. Men 
with only modest estates will be inter- 
ested in paying their estate tax bill now 
at 40 cents to 50 cents on the dollar 
(single premium life) or yearly at 3 cents 
to 4 four cents on the dollar (annual pre- 
mium ordinary life) instead of having 
their families pay 100 cents on the dollar 
at death. Where can we find these men? 
Perhaps from our general knowledge of 
our own locality; from income tax re- 
ports; through a good center in the field 
of banking or accountancy, or the legal 
profession. 

* * * 

Young men. Fathers of sons between 
10 and 18 will be seriously concerned 
about the war risk to their boys, and 
while insurance on the boys lives will 
carry the war risk rider, it will protect 
them against uninsurability. Many a 
father can recall that for every man 
killed in the last world war, ten returned 
uninsurable. Where can we find these 
men? Perhaps from enrollment lists at 
private schools; from a Boy Scout ros- 
ter; through a church organization; from 
news in our local newspapers. 


ee Objections Faced 


by Agents Are Answered 


NEWARK-— John D. Howell, Howell, 
Stone & Fulton, New York City, in a 
talk on “Handling Objections” before 
the Life Underwriters Association of 
Northern New. Jersey, answered objec- 
tions from the audience as follows: 

Question—“Come and see me after 
March 15, when my income taxes will 
be paid.” Answer—‘“Pin prospect down 
to a definite date after that date.” 

Question—“Have a number of defense 
bonds and no money to purchase life in- 
surance.” Answer—“‘Ask to see all of 
the policies of the insured.” 

Question—“Would like more insur- 
ance but do not know how I am going 
to pay for it on $21 a month, after I am 
in the army.” Answer—‘“Tell him you 
will see him after the war is over.” 

Question—“Would like to buy more 
insurance but I am afraid of inflation.” 
Answer—“‘The average man does not 
know anything about inflation, but is 
going on just the same.” 

Question—“Worried about the high 
cost of living.” Answer—‘“It will be nec- 
essary to get more life insurance.” 

Question—“Have $1,000 in life insur- 
ance, make $45 per week, have bought 
defense bonds and have no money to 
buy more life insurance.” Answer—‘Buy 
more life insurance and let the life insur- 
ance companies buy defense bonds. Every 
company is purchasing large quantities 
of defense bonds.” 

Question—“Do not believe in life in- 
surance.” Answer—‘“Ask prospect if he 
likes to eat and if he answers yes, ask 
him if he wants his family to eat after 
he has passed out of the picture.” 
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Add Kollenberg, 
R. E. Myer to Big 
N. Y. Program 


NEW YORK.—With the addition of 
Richard E. Myer, recently appointed 
manager of the Ives & Myrick agency 
of Mutual Life in New York City, and 
A. H. Kollenberg, Grand Rapids, one 
of Mutual Benefit Life’s top producers, 
the program of the New York City Life 
Underwriters Association has been com- 
pleted. The detailed program for the 
meeting March 12 follows: 

9 a. m.—C. Preston Dawson, 
agent New England Mutual, sales 


general 
con- 


gress chairman. 

9:15—J. A. Ramsay, general agent Con- 
necticut Mutual, Newark: “Keep in Step 
with Changing Markets.” 


Insurance—Essential 
Bernard Falk, field 

Metropolitan Life, 
Defense Program” 
“It’s Patriotic 
assistant to 
Penn Mu- 
s and W. 
Agent 
Mu- 


10:05-11:15-—“Life 
Defense Industry: 
training supervisor 
“Our Part in the 
G. G. Steiner, Aetna Life, 
to Be Thrifty”; J. M. Spence, 
General Agent Osborne Bethea, 
tual, “An Anchor to Windward” 
IlL.. Momsen, assistant to General 
Clifford L. McMillen, Northwestern 
tual, “Defender of Democracy.” 

11:20—A. H. Kollenberg, Mutual Bene- 
fit, Grand Rapids, Mich., “American Busi- 
ness Needs Life Insurance.” 

2 p.m.—Opening of afternoon 
G. P. Schoemaker, general agent Provi- 
dent Mutual, chairman. 

2:05—“‘Present Arms!” Award of prizes 
by Pasquale A. Quarto, John Hancock. 

2:15—M. A. Linton, president Provident 
Mutual, “Defending American Dollars.” 

3:00—“Foraging for Markets’: Henry 
F. Silver, Travelers; Selby L. Turner, 
New England Mutual; Robert H. Bren- 
nan, Jr., assistant district manager, John 
Hancock. 

3:55—Richard E. 
& Myrick agency, 
Men who Serve.” 

Only members of the 
writers Association and bona fide 
bers of neighboring associations 
eligible to attend. Tickets are $1. 


Five More Regional 
Meetings Scheduled 


Extension of the regional conference 
plan was announced by President J. 
Witherspoon of the National Associa- 
tion of Life Underwriters as a result 
of the success of five experimental 
conferences, held recently in several 
states. Five additional meetings will be 
conducted, each a full-day, with attend- 
ance by invitation of the National asso- 
ciation. These will be: Feb. 28, Port- 
land, Ore.; March 3, Oakland, Cal.; 
March 4, Los Angeles; March 11, 
Springfield, Mass.; March 12, Detroit. 
National and local association officials 
will attend. 

Round-table discussions of association 
problems will be held. In the west coast 
conferences, those who will take part in 
one or more meetings are: Mr. Wither- 
spoon, H. A. Hedges, Equitable of Iowa, 
Kansas City, national secretary and 
membership chairman, who is directing 
the project; Grant Taggart, California- 
Western States Life, Cowley, Wyo., 
national vice-president; and J. E. Ruth- 
erford, Penn Mutual, Seattle, and Roy 
Ray Roberts, State Mutual, Los Angeles, 
national trustees. 


session, 


Ives 
for 


Myer, manager 
“A Service Credo 


Under- 
mem- 
are 


local Life 


Those on Eastern Program 


In the eastern series, the participants 
will be: W. E. Barton, Union Central 


Life, New York, national treasurer; W. 
R. Furey, Berkshire Life, Pittsburgh; 
’. W. Hartshorn, Metropolitan, Hart- 


ford, and P. Hobbs, Equitable So- 
ciety, Chicago, national trustees, and 
M. L. Hoffman, New York, national 


At each meeting a 
national officers will 


executive secretary. 
maximum of four 
take part. 

The five conferences previously were 
at Winston-Salem, N. C., Jacksonville, 


Fla., Jackson, Miss., Springfield, IIl., and 
Sioux City, Ia. Messrs. Witherspoon, 
Hedges and Hoffman attended all these 
meetings. Others took part in the va- 
rious gatherings. 

At the first four conferences—exclud- 
ing Sioux City, for which statistics have 
not been tabulated—144 officials repre- 
senting 69 associations and a member- 
ship of 6,563 in 16 states were present, 
having traveled 42,222 miles in aggregate 
to reach them. 


Agents Can Eliminate Delays 
by Checking Information 

CHATTANOOGA, TENN. Life 
agents can eliminate 95 percent of the 
delay in issuing new policies by care in 
selection of prospects, obtaining all 
necessary information and attention to 
other details, Dr. John B. Steele, vice- 
president and medical director Volun- 
teer State Life, pointed out before the 
Chattanooga Association of Life Under- 
writers. 

Among his pointers were: 

“Tf you are new in the business don’t 
be discouraged by the high percentage 
of rejections and rateups, for experience 
will help you in the selection of pros- 
pects. 

“Select prospects carefully and 
choose people who can pay and then 
sell them the kind and amount of in- 
surance they can pay: for. 


Obtain All Information 


“Obtain all the information that is 
required. Be sure that the medical ex- 
amination covers all the data required. 
In the case of non-medical business be 
doubly sure that all the questions on 
the blank are answered. 

“Include the former address in the 
case of a new comer to prevent delay 
in the check up by the company. Be 
sure to obtain the applicant’s signature 
on the slip to authorize his or her doc- 
tor to supply information on any pre- 
vious illness or operation that may be 
required.” 

B. H. Odom, defense bond drive 
chairman, reported that 60 concerns, 
employing over 25,000 persons, had in- 
stalled payroll deduc tion plans. 


Illinois Caveren: Dates 
Are Announced 


Dates and speakers for the caravan re- 
gionals of the Illinois State Association 
of Life Underwriters have been an- 
nounced. These meetings will be held 
in Joliet March 12; Galesburg, 17; 
Quincy, 18; Decatur, 19. 

The principal speakers will be A. E. 
McKeough, state president, Chicago; 
J. D. Moynahan, Metropolitan, Chi- 
cago, president American Society of 
C.L.U.; J. H. Brennan, manager Fidel- 
ity Mutual, Chicago, president Life 
Managers of Chicago, and L. S. Broad- 
dus, manager Guardian Life, Chicago. 

Various other speakers will be on 
the programs, depending upon the loca- 
tion, and in addition one or two speak- 
ers from the local associations. 


Witherspoon's March Itinerary 

A far-western trip is included on the 
March speaking schedule of President 
Witherspoon. He will make 12 official 
visits in March, including three state 
sales conferences, two regional confer- 
ences and the National association’s mid- 
year meeting. At each place Mr. Wither- 
spoon will hold informal conferences 
with local association officers, general 
agents’ and managers’ groups, and home 
office officials. 

His schedule is: 


March 2, San Fran- 


cisco (northern California sales con- 
gress; 3, Oakland (regional conference) ; 
4, Los Angeles (regional conference); 


5, ane Angeles (association — 
6, San Diego, (association meeting); 9 


Denver (state sales congress); 10, Lin- 
coln (association meeting and _ public 
affairs luncheon); 10, Omaha (associa- 
tion meeting); 11, Des Moines (associa- 
tion meeting); 12, St. Louis (association 
meeting); 14, Columbus, Ohio (sales 
congress); 27-28, Memphis (National 
association midyear meeting). 


To Organize at Selma, Ala. 


Decision to organize the Selma (Ala.) 
Association of Life Underwriters was 
made at a meeting of agents there. H. 
Martin Nunnelley, Birmingham, presi- 
dent of the Alabama association; John 
C. Heath, president of the Montgomery 
association and Stanley Park, of Tusca- 
loosa, chairman of the state associa- 
tion’s extension committee spoke at the 
meeting. Moritz Gusdorf, Metropolitan, 
is chairman of the committee named to 
work out details. 


Millionaire re on Tour 


C. T. Davies, Wyomissing, Pa., mil- 
lion dollar policyholder, spoke to the 
Oklahoma City, Tulsa and Wichita Life 





Underwriters Associations, 
Fort Wayne, Ind, r Spence, Provi- 
dent Mutual, Indianapolis, state chair- 


man of the life insurance war bond com- 
mittee, addressed a luncheon meeting 
Saturday. On Thursday there was a 
round table discussion of the business 
outlook for 1942 with these speakers: 
John Dyer, John Hancock Mutual; Ar- 
thur Young, Aetna Life; V. J. Harrold, 
Lincoln National, and Jack Aughinbach, 
Prudential. 

Utiea, N. Y.—C. Milton Sherman, Con- 
necticut Mutual general agent at Toledo, 
was the speaker. 

Centralia, Ill—George Merrihew of 
Mount Vernon was elected president to 
fill an unexpired term. 


Peoria, Tll—S. W. Sanford, manager 
Prudential, Davenport, spoke on ‘No 
Man’s Land” at the February meeting. 


Milton Sherman, general agent Connecti- 
cut Mutual, Toledo, will address a lunch- 
eon meeting March 19 on “Obvious or 
Oblivious.” 


Rockford, Ill.—An educational confer- 
ence will be held March 14. This will be 
an all day session with a program of 
prominent speakers. G. H. Gruendel, 
district manager New England Mutual 
Life, Chicago, addressed the February 
meeting. 


Springfield, I1l.—Paul Speicher, R. & Rh., 


Indianapolis, will address the March 19 
meeting. 

Cincinnati — David A. Weir, assistant 
executive manager National Association 


rancis H. Bird, 
University of 


of Credit Men, and Dr. F 
professor of economics, 
Cincinnati, addressed the third session 
of the February Production Clinic. Mr. 
Weir spoke on “Preparedness for Peace,” 
and Dr. Bird ‘“‘The More Immediate Out- 
look for Business in Cincinnati.” 
Attendance of over 1,000 was recorded 
at a defense bond luncheon at which 
Governor Bricker, Mayor Stewart and 
Connie Boswell of screen and radio fame, 
spoke. Representatives of more than 340 
Cincinnati business firms which the asso- 


ciation has interested in the voluntary 
payroll deduction plant attended. 
G. D. Randolph, general agent New 


England Mutual, chairman payroll allot- 
ment committee, reported 361 firms were 


contacted in the last six weeks and 272 
firms with over 200,000 employes were 
enrolled. <A total of $500,000 monthly is 
being put into defense bonds through 
this method. 

J. C. Benson, manager home office 
agency Union Central, was luncheon 


chairman. 

Fort Wayne, Ind. 
awarded diplomas at a 
ing for completing an advanced sales- 
manship course. President Paul D. 
Southern made the presentations. 

Toledo, O.—R. S. Koehler, Jr., 
burgh, spoke on ‘Personal Plans for 
nancial Success.” 


Forty-six were 
luncheon meet- 





Pitts- 
Fi- 





Dallas—Francis G. Bray, New England 
Mutual, Houston, president of the Texas 
association, will speak Feb. 27. The 
Dallas members of the Leaders’ Round 
Table will honor Mr. Bray at a cock- 
tail party preceding the dinner. 

Portland, Ore.—Charles J. Frisbie, New 


Mutual, 

meeting. 
Franklin 
agencies 


England Seattle, spoke at a 


luncheon 
Buffalo — G. 
superintendent of 


Ream, assistant 


of Mutual 


Benefit Life, spoke on “Our Business in 
1942.” Special honor was paid George 


Follow } Man With Dollar in 


Successful Prospecting 


SAN ANTONIO, TEX.—A one day 
sales conference was held here by the 
W. A. Gamble agency of California- 
Western States Life, under the direc- 
tion of Ray P. Cox, vice-president and 
manager of agencies, assisted by Ernie 
Guttersen, inspector of agencies, and B. 
ae Cantrell, Texas supervisor. 

Mr. Guttersen emphasized the impor- 
tance of following the man with the 
dollar in prospecting and in reaching 
men employed in defense industries. 
While taxes and defense bonds will 
take part of the increased national in- 
come, there will be more money than 
before for the average man to invest 
in life insurance. 

Men working in defense industries 
should be contacted at their homes. 
The center of influence or bird dog plan 
be employed. The agent should first 
contact some worker on a certain shift 
and obtain the names of his associates. 
One agent went to a defense plant and 
copied down automobile licenses on 
worker’s cars. He then checked the 
records and found where the worker 
lived, Mr. Guttersen said. 

The lunch hour is an especially valu- 
able time for contacting defense work- 


ers, Mr. Cox pointed out. The agent 
should first contact the foreman. By 
writing an application on him, the 


agent develops prestige with the other 
workers. Mr. Cox said that any man 
who will use the noon hour for inter- 
views should secure 18 interviews and 
make four or five sales a week. 

Mr. Cox stressed the importance of 
the correct approach, advising that it 
be based on the idea of service and not 
an immediate sale. 





B. Graham, who recently 
years in life insurance. 

South Bend, Ind.—Robert B. Coolidge, 
superintendent of agencies of Aetna Life, 
spoke on “Our Market in 1942.” 

Lincoln, Neb.—Dr. John ID. Clark, dean 
of the college of business administration, 
University of Nebraska, discussed the 
prospects of inflation and its effects on 
life insurance. Vice-president Merle 
Loder presided in the absence of Presi- 
dent Ben Gadd. 

A special meeting discussed the C. Tl. 
U. examinations in June. Several mem- 
bers are planning to take the examina- 


completed 50 


tion. 
Columbus, 0.—l. Earl Denman, Pacific 
Mutual Life, Cincinnati, spoke Feb. 26 


on “Mechanics of Selling Life Insurance.” 

Boston-——More than 500 members and 
women guests attended the annual 
ladies’ night, held on the night of Bos- 
ton’s first total blackout. Mrs. Mon- 
tague P. Ford, wife of a Home Life 
agent, outlined the duties of an agent’s 
wife and John O. Bogardus, general 
agent Union Mutual, spoke on “What 
Your Husband Sells.” 

Minneapolis — Past presidents will be 
honored at the March 12 luncheon meet- 
ing. Fifteen former presidents dating 
back to 1902 still reside in Minneapolis. 
One of these, J. Walker Godwin, is in 
charge of the program. 

Fox River Valley, Wis.—Erbin Haren- 
burg, Milwaukee, life insurance instruc- 
tor Wisconsin Vocational & Adult 
Educational School System, spoke at a 
meeting in Oshkosh on the value of edu- 
cational programs to prepare agents to 
more adequately deal with the problems 
of their clients. 

Los Angeles— Two meetings will be 
held here at which President John With- 
erspoon and Secretary Herbert Hedges of 
the National association will speak. On 
March 4 officers, directors and commit- 
tee chairmen of the Los Angeles, Santa 
Monica, Santa Barbara-Ventura County, 
Pasadena, Long Beach, and Orange Belt 
associations will meet. A luncheon will 
be held for general agents. A breakfast 
meeting will be held Mareh 5. 

Northern New Jersey—At the March 
5 advanced salesmanship lecture, Ar- 
thur V. Youngman, Mutual Benefit, New 
York, will talk on “Selling the Program.” 
“Underwriting Income with Social Se- 
curity and Salary Savings” will be dis- 
cussed by F. R. Amthor, supervisor of 
agents’ training Equitable Society. 





Write your company for Aceident’ & 
Health Week promotional supplies. 
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LIFE INSURANCE EDITION 


For the first time, four officers of the National Association of Life Underwriters 
were honored at one time by the North Carolina Underwriters Association. Seated 
above, during the meeting held in Winston-Salem honoring John A. Witherspoon, 
John Hancock Mutual, Nashville, national president, are: Mr. Witherspoon; William 
H. Andrews, Jr., Jefferson Standard, Greensboro, N. C., N.A.L.U. trustee, and John T. 
Richardson, Raleigh, N. C., North Carolina association president; standing, left to 
right, George Elliott, Winston-Salem association president; Maxwell L. Hoffman, 
N.A.L.U. executive secretary, Herbert A. Hedges, Equitable Life of Iowa, Kansas City, 
N.A.L.U. secretary. 
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Central Assurance’s new home office building in Columbus, O., will be a handsome 
structure with the most modern equipment. 


Chairman C. D. DeBarry of National Fraternal Life Insurance Week is snapped at 
the fraternal gathering in Chicago exhibiting to members of his committee the 1942 
poster in patriotic colors which will be widely distributed during the observance, 
May 4-9. In the center is John P. Stock, of Chicago, Illinois state manager of Mac- 
cabees; next, Mrs. Grace W. McCurdy, head of Royal Neighbors, Rock Island, IIl., 
and right, W. E. Mooney, Chicago, director Woodmen of the World, Omaha. Mr. 
DeBarry is general sales director of Catholic Order of Foresters, Chicago. 


Aj 
r 
’ 


p 


Dr. J. C. Bliss of Denver, who reached his 96th birthday Sept. 12, 1941, is shown 
here being presented a check from A.O.U.W. of North Dakota for the full face amount 
of his ordinary life certificate which he purchased March 31, 1890. The presentation 
was made by Paul N. Femple, vice-commander of the American Legion at Denver and 
former Iowa state manager of A.O.U.W., who represented the grand lodge. 
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Western & Southern’s highly humanized annual statement is attracting much atten- 
tion. The company’s progress is presented on a school report card basis. The eight 
page folder is lithographed in four colors. 








Price $2.50 








Typical Questions Answered 
by "WHO WRITES WHAT?" 


What companies will accept brokerage cases? 

What companies write men above age 65? 

Where can I place that single premium case? 

Who will write renewable term? 

What companies retain substantial amounts? 

Who uses graded death benefits on substandard? 

What companies write group annuities? 

What companies will write retirement annuities 
for pension trusts? 

Who writes term for more than 10 years? 

Where can I place that salary savings group? 

Who writes $10 a month disability income? 

Who will take 10 years’ premiums in advance? 

What life companies write group A. & H.? 

Who will cover the aviation hazard by extra 
premium? 

What companies allow a beneficiary to elect 
more than one settlement option? 

Who writes deferred survivorship annuities? 
What companies make substandard insurance 
available to other than their own agents? 

What companies will accept overweights? 

What companies permit application of settle- 
ment options to cash values? 

Who writes 5 pay life?—5 year endowment? 

What companies write hospitalization on indi- 
vidual risks?—on group risks? 

Where can I cover that aviation passenger fly- 
ing practically every day? 

What companies write mortgage protection 
with reducing coverage? 


Who will write the combination single premium 
and annuity contract? 


And Many, Many others! 











Don't fret, or swear or "hunt around.” Save time 
and nerves, ‘cause now you've found The book with 
the answers, (all nicely bound). "Who Writes What?" 
—puts your feet on the ground. 


Just off the press! 


“Who Writes What?’ 


An entirely NEW TYPE of reference book that 
answers the Brokerage Business problem! 


How often have you been bothered by questions such as—‘‘where can 
I place that substandard case?—that single premium case?—what com- 
panies write term to 65!—or mortgage protection’—how can I get cov- 
erage for that wealthy woman?—what can I do about that salary sav- 
ings or aviation case?” 


Hundreds of questions such as these have long been the bane of many 
an underwriter’s existence. No longer, however, will they be a problem— 
for the new reference book “Who Writes What?” will give the direct an- 
swers to the vast majority of all such questions having to do with surplus 
business. 


Don’t Search! Don’t Write! Don’t Phone! 


Just turn to “Who Writes What?” and there you will find in one place 
all of the companies that will do what you want at the moment. Based 
upon the many thousands of questions that are put to The National Un- 
derwriter’s Statistical Division each year, and upon the recommendations 
of a large group of successful underwriters who have cooperated in a spe- 
cial survey on this subject, ““Who Writes What?’ promises to be the 
“bible” of all underwriters having to do with brokerage business. 


Gives You the Answer Instantly 


Arranged by questions—not by companies, “Who Writes What?” is 
prepared on an entirely different basis from any other reference book. If 
you want to know about insurance on “women” for instance, just open the 
book to that section. There you find the various questions and the an- 
swers, telling you just which companies will do what. If it’s 5 pay life, 
you turn to that heading and there you will find the companies that write 
this form. There is not only a comprehensive topical index, but all related 
subjects are carefully cross-indexed so that you can find all the desired 
points quickly. 


You May Get It “On Approval” 


Order Yours NOW ;~>Mail This Coupon For Yours—TODAY 
while it’s 
Brand NEW! 


Send me on "ten day approval" 


...cop... of “WHO WRITES WHAT?”, at $2.50 
0 Check Attached (0 Charge my Account 
OD Send C.O.D. 
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To The National Underwriter Co. 
420 East Fourth Street, Cincinnati, Ohio 











